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Fall of Best Sellers 


Live items—a book full—that’s the new 
Catalog 41. Tool by tool we studied the lines. 
Tool by tool we separated live numbers from 
slow movers. Sentiment was forgotten. Proof 
of demand was the acid test for a place in 
Catalog 41. 

Result? Catalog 41 is the Book of the Year 


FIRST 





CONSOLIDATED 


CATALOG 


for sellers and users of quality tools. For mer- 
chants it is a “bible” of proven saleability— 
best sellers all. To users it brings concise, up- 
to-the-minute data on all that is latest and best 
in these world-famous lines. If you haven’t re- 
ceived a copy, we suggest you write now for the 


Book of the Year. You'll find it full of interest. 


MILLERS FALLS COMPANY Greenfield, Mass. 


Hardware Age, published every other Thursday by Iron Age Publishing Co Publication Office, N. W. Cor. 56th and Chestnut Sts., Philadelphia, Pa Executive Offices, 239 W. 
39th St., New York, N. Y Entered as second-class matter March 24, 1933, at the 7§ : ) $ 
per year. Single copies, l5e each Vol. 135, No. 3 


Post Office at Philadelphia under the Act of March 3, 1879 


(Printed in I 
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~Y A L E-- 
PADLOCKS 


Instantly Became Fast Sellers 


MMEDIATELY after 


a) | \ 
LAL we announced these 





YALE Junior Padlock No. 604 


1% inch case made of a solid block of 
die-cast metal, finished in green lac- 
quer. 5 disc tumbler mechanism which 
affords a good degree of security. Two 
brass, nickel plated keys are supplied 
with each padlock. Shackle is of steel, 
cadmium plated and is %« inch in di- 
ameter. Not masterkeyed. Packed six 
in a box. Suggested retail price 50¢. 


two new YALE pad- 


\ locks, orders began to 


pour in—and they are 
still pouring in. These 
padlocks certainly rep- 
resent remarkable val- 
ue and they are bound 
to be among the most 
popular numbers in the 
YALE line. 


To complete your line 
of YALE padlocks — 
and to cash in ona real 
opportunity, order a 
stock of Nos. 604 and 
429 from your jobber. 


YALE Combination Padlock 
No. 429 


Inner case is of sheet steel, cad- 
mium plated, outer case of nickel 
bronze. Size of case 16 inch. 
Dial is finished in black enamel 
with numerals and graduations 
in white. There are 48 gradua- 
tions. Shackle %2 inch in diam- 
eter, cadmium plated. Tum- 
blers are arranged so as to give 
three positive combination num- 
bers. Operated by sight only. 
Combination changes practically 
unlimited. Packed for stock in 
individual boxes, six to a carton. 
Suggested retail price 75¢. 
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ereEcor 
TOOTH FILES 


"The tatost 


Su 





MILLE D 


SUPERIOR BRAND 
FILES SAVE TIME 
AND MONEY FOR 


Uy 


IN MILLED TOOTH FILES 





These files have been produced to meet 





~\ 


Automobile Body Builders 


. the demands of auto body builders and 
asl = others who require a file to shear soft 
metal quickly and without clogging. They 


have exactly the right curve, rake and 





clearance for body and fender repair- 


ing ... sheet metal work of all kinds. 


Pattern Makers 


ss 5) 


(Sh 


Many of the Superior Brand Files are 
flexible and can be used effectively with 


handles on concave or convex surfaces. 


a 


~~ 


fon 


Sis teeth tees Ask your hardware wholesaler to give 


you full details about Superior — the 


latest development in Milled Tooth Files. 


Hol so 
wSseo'% NICHOLSON FILE COMPANY 
USA. PROVIDENCE, R.1., U.S.A. 
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Opens the 
Door to 
Profits — 
Closes the 
Door to 
Complaints 











New Model N ORTON No. 04 Screen Door Closer 


OTHING sells door closers like a practical demonstration. 

If you use a screen door in your store—attach a NORTON 
Screen Door Closer—it will close the door quietly and convince 
customers it is just the door closer they need. The New 


$ NORTON No. 04 is designed for light doors—the popular No. 
4 model for heavier doors. The New No. 04 closer can be re- 
d tailed profitably at approximately $1.25—the low price, quality 
considered, and the NORTON reputation will clinch the sale. 

The new 


NORTON 
d SCREEN DOOR CLOSER 


is made by the oldest and largest exclusive door closer manufacturer 
in the world. Anyone can attach it with only a screw driver, also ad- 
just it to suit varying conditions. Built to last—Cylinder made of 
seamless tubing; Spring of highest-grade, oil tempered’ wire; End 
Brackets of steel to eliminate breakage. Remember the NORTON 


opens the door to profits—closes the door to complaints. 


a SS 


Ask your Jobber for details and prices on the en- 
tire NORTON line, or write us direct for particulars. 


The Popular NORTON No. 4 Screen Door Closer for Heavier Doors 


The outstanding Screen Door Closer 
retailing at about $2.00. A more 
rugged model for heavier doors, 
often used for Combination Screen 
and Storm Doors. 

















Can be applied to either side of 
door—requires only 2 inches be- 
tween doors. Has seamless brass 
cylinder—cannot rust, and also 
durable spring and end brackets. 


Also NORTON No. 4 Screen Door Closer 





Division of the Yale & Towne Mfg. Co. 


Largest Exclusive Door Closer Manufacturers in the World 





NORTON DOOR CLOSER CO. 


2900-2918 N. WESTERN AVE. CHICAGO, ILLINOIS 
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With Natienal Trolley Hangers 


on the job friction is banished! 


No. 50 
Trolley Hanger 
(Above) 


* 


No. 52 
Trolley Hanger 
(Below) 


HE common evil, friction, 

as applied to hangers, 

prevents smooth, easy manip- 

ulation and ultimately causes 

wear to the point where serv- 
ice is no longer possible. 


In designing the National 
Trolley Hangers illustrated, 
the elimination of friction was 
the first consideration. Roller 
bearings carry the load of the 
sliding door and allow the stout 
pressed-steel wheels to glide 
along with perfect freedom. 


No. 51 Trolley Rail provides 
a rigid track; it is specially de- 
signed to serve these hangers. 


There is a profitable market for 
this hardware in your locality. 


Ee 


No. 51 Trolley Rail 


No. 42 
Trolley Hanger 
(Above) 


* 


No. 54 
Trolley Hanger 
(Below) 


National Hardware is sold direct to the retail dealer—a policy 
that promotes quality, service and direct selling cooperation. 


~ NATIONAL MANUFACTURING CO. 
STERLING + ILLINOIS 
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THE BOLT CLIPPER 
“TAKES A BOW” 


It bends its head in acknowledgment of immediate and 
enthusiastic recognition of its newly acquired accom- 
plishment. 


ITS HEAD WILL BEND 


to the job—cutting straight on, at a slant or at a right 
angle on either side, with full power in any position. 


s 


IT HAS WRIST ACTION... ° 


so that it can reach under and around obstructions, over the edge of beams 
or framework, into corners, flat against floor, wall, or ceiling and it does 
cut. The Porter Swivel Head Cutter is made in 3 sizes—No. 0, No. 1, and 
No. 2—with capacities up to 14 inch bolts in the thread and 8g inch round 
rods. Write for descriptive circular giving various models of bolt clippers, 
nut splitters, and chain cutters. 


THE PORTER SWIVEL HEAD BOLT CLIPPER 


is not an experiment and, in every way, except the swivel feature, is exactly 
the same as the standard Porter tool which has been giving satisfaction for 
more than fifty years—the original combination of lever and toggle joint 
with its amazing power multiplication. Standard Porter jaws and cutter- 
heads are fully interchangeable with the New Swivel Head Tool. 


Every tool rated well within its capacity—every tool individually tested 
—every part interchangeable—every tool fully adjustable. Attractive 
stuffers available to easily enable you to pass this important news along 
to your customers, 


Sold through leading jobbers and supply houses everywhere. 


HE K. PORTER, INC. 


The Bolt Clipper People & Vv x kb - T T J vee A g | @ Established 50 Years 
WH 
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STANLEY 











Carpenters select from The Tool Box of America those Py Ar de hoe Pah age 
fine tools which they know are a necessity for fine work. ee an ae te — 
The amateur worker in his home workshop quickly tA gcstdierse ge — 
discovers it is the quality of Stanley Tools he needs if he pe ied ewatie «yg 


means quality to every tool user. 
2 


is to turn out creditable work. STANLEY TOOLS of high- 


. ‘ est quality—the choice of artisans 
The occasional tool user prefers his tools to be Stanley- pty aoe a years. 
STANLEY FOUR SQUARE 
TOOLS — unusual tool values. 
STANLEY DEFIANCE 
TOOLS — low priced, practical 
tools for the occasional user. 


made. He knows he gets more for his money when his 
tools come from The Tool Box of America. 


To you as a hardware dealer The Tool Box of America 
offers an opportunity to sell more tools and to meet com- a4, |S > Ae cele) &. 
petition in every price range with tools of better quality. ee ee 


> Can: i 
ne. Wwe ae ZZ Fi) : hd) Gg bs 


Ae vy $. 
THEY ALL LOOK TO STANLEY - - THE TOOL BOX OF AMERICA FOR THEIR TOOLS 
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NEVER have you seen a merchandising plan that goes 
farther, does more, or is so complete. It does not feature 
one Martin-Senour Paint but five—the five that account 
for more than half your paint business. It provides a 
way to advertise and sell every item of merchandise that 
you carry. It makes your store paint headquarters and 
no fooling! 

Ask to see this remarkable plan. There’s no obliga- 
tion. We'll not only show you the plan 
but give absolute proof that it works 
like a charm. Write at once. The 
Martin-Senour Company, Chicago, 
Cleveland, Boston, Brooklyn, Dallas, 
Los Angeles and Lincoln, Nebraska. 


MARTIN-SENOUR 
100% PURE PAINTS 


JANUARY 31, 1935 














| © SEE WHAT 


OTHERS SAY: 


“Results excellent. Secured 
more new customers than 
in any other 2 years.” 

— An Illinois dealer 





“Results most gratifying. 
Paint business materially 
increased — principally 
from home owners.” 

— An Iowa merchant 





“TI could cite dozens of 
cases where your plan has 


obtained business for us.” 
—A Maine merchant 





“One of the finest sales 
producers any paint com- 
pany ever put out.” 

— A Massachusetts dealer 





“Excellent results. Sales 
up, new customers, more 
store traffic. We like your 
plan.” 

— An Illinois merchant 


Above names and addresses will be 
supplied on request. 




















First Prize $35, Second Prize $25, Third Prize $15, 


CONTEST EDITOR HARDWARE AGE 
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This Contest Extended to April 1, 1935 
Good Window Displays Will Win 


$100 Cash: 


Tying in with the increasingly popular hobby of 
homeworkshops and homecraftsmanship and with the 
National Homeworkshop Guild’s Contest Hardware 
Age will conduct a window display contest devoted to 


Homeworkshop Tools and 
Equipment,Handicratfts,or Both 









= 
\ \ 
Dre 
&> 


Not only do you stand to win a prize, but you will increase your sales of homework- 
shop equipment and establish your store as headquarters for quality tools. ..... . 


Seven Cash Awards as Follows: 


Fourth Prize $10, Next Ghree Prizes $5 Each 


Any window pictures not winning a prize, but suitable for 
publication will be purchased at $3 each. 


RULES OF CONTEST 


All window pictures submitted become the property of 
HarpwakE AcE and cannot be returned. 

Windows may be put in any time, but contest photos must 
be in Harpware AGE editorial offices not later than April 1, 
1935, to compete. 

There are no entry fees. In case of a tie, each contestant 
will receive the full amount of the award. 

The editorial staff of Harpware Ace are the sole judges 
and their decision will be final. 

Window displays must have appeared in a bona fide retail 
hardware store. 

Pictures should have the name of the window trimmer, store 
and address on the back. 

Glossy prints, 8 x 10, preferred, but all photos will be con- 
sidered on the merits of the display and not on photography. 

Contestants may submit as many photos as they wish. 

Pictures should be accompanied by a brief statement of the 
sales success the firm has had with tools and equipment ap- 
pealing to the homeworkshop hobbyist. 


Displays submitted for this contest may include: hand 
or power tools of any make; or articles made by local 
homeworkshop craftsmen or a combination of both. 

‘This contest is intended to stimulate the sale of all 
tools and related homeworkshop equipment through the 
retail hardware trade and is not restricted to the display 
of the products of any manufacturer or group of manu- 
facturers. 

A SUGGESTION 


While the merits of the display will be the factor in 
deciding the winners, contestants will find that profes- 
sional photographs, taken by time exposure at night, will 
show up the merchandise and display to better advantage 
than is possible by daytime pictures by amateurs. This 
is because night pictures eliminate the daytime reflec- 
tions from across the street. This suggestion is made to 
prevent discouraging results that do not do the displays 
justice. 


Mail all photos FLAT to the following address: 


239 WEST 39th ST. NEW YORK, N.Y. 
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FOUR HOMES OUT OF FIVE 


SHERWIN-WILLIAMS 


independently conducted surveys by national re- 
search agencies show conclusively that four out 
of five people know and respect the Sherwin- 
Williams name and brand. 

To the merchant who wants to increase his 
sales and profits, this fact is packed with timely 
significance, worthy of immediate consideration. 

If you could hire a paint salesman who is well 
and favorably known by four out of five paint 
buyers in your community, you would put him to 
work at once. 

That is exactly the opportunity offered by the 
Sherwin-Williams dealer franchise. 

When you hang the Sherwin-Williams “shingle” 
over your door, you immediately establish a 
definite point of contact between yourself and 
four out of five prospective paint buyers in your 
community. That point of contact is the common 
ground of wide, acquaintance. Its value is writ- 
ten in terms of new customers, more customers, 
increased sales and increased profits . .. because 
people like to do business with folks they know. 

Maybe the S-W franchise is open in your 
territory. If so — the opportunity of a lifetime 
beckons you. Take our tip on that and write for 
details. The Sherwin-Williams Co., Dept. 609, 
Cleveland, Ohio. 
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SHERWIN-WILLIAMS PAINTS 





PAINTS @ VARNISHES @ 
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Actual size of sheets 93% by 12 inches 
over all; writing area 8% x 11% 
inches. Sheets printed on both sides 
with 28 entry lines on each side. 
Price—$1 for 200 sheets (400 pages) 


SaimPLiIFY Your STOCK TAKING 
WiTh THIS 


NEW AND CONDENSED 
MTARDWARE AGE INVENTORY Form , 


12 


E asked 1000 leading retail hardware 

merchants to help us design this new 

HARDWARE AGE INVENTORY REC- 
ORD SHEET. Here is the result, a new sheet, 
a new size, a new form and a NEW LOW 
PRICE—$1 for 200 sheets. As these are 
printed on both sides, this means $1 for 400 
pages of inventory record sheets. Each page 
takes 28 items, one to a line. Your dollar in- 
vestment provides inventory entry space for 


11,200 items. 


In the past thousands of retail hardware 
merchants and wholesalers have used millions 


of the HARDWARE AGE INVENTORY 
SHEETS, because they were simple, con- 
venient and handy to use. The new form of 
sheet is even more simple, more convenient and 
easier to use. Our entire effort was directed 
toward making annual hardware inventories an 
easier job. 


The new HARDWARE AGE INVENTORY 
SHEETS will fit the standard HARDWARE 
AGE INVENTORY BINDER used by thou- 
sands of dealers. Send your dollar with your 
order for 200 of new inventory sheets to 


HARDWARE AGE 


239 West 39th Street 


New York City 


HARDWARE AGE 
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Soin With =? a) 
MYERS 
and make the 
SECOND CAMPAIGN 


[Starting February Ist, 1935| 


“To Sell RUNNING WATER to the 
Rural Market” and to All Other Markets 
in Your Locality 


Successful and Profitable 


Completeness of the MYERS Line of 
Pumps and Water Systems + Quality 
+ Dependability + Service + Low Prices 
+ Advertising + National Housing Act 
Recognition + Public Utility Co-oper- 
ation + a Waiting Market will lead to 
largely Increased Sales and Profit for 
Myers Dealers During 1935. 
~ WRITE or WIRE ~+ 


THE F.E.MYERS & BRO.COMPANY 


ASHLAND, OHIO. 
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The HAMILTON BEACH LINE 






\. 


~~ ot 4 = 
New No. 10 Te, =A 
eo * ,) — 
 \ . Fe 
attachment a 
6.00 f Ys 3 


Equipped with powerful 2-speed motor. 
Nozzle adjustable to 5 positions with 
toe-action adjusting lever. Swiveled rear 
wheels provide finger-tip control. Motor- 
driven brush cleans with beating-sweep- 
ing-suction action. Retail price of $57.50 
allows an exceptionally good margin for 
promotion and profit. 





Hand Cleaner — with powerful suction. 
Carefully balanced for ease of operation. 
Has improved moth preventive method 
approved by Good Housekeeping Insti- 
tute. An established Hamilton Beach 
sales success. Retail price $13.50. 





Safety Night Light—gives a soft mellow 
light — does not interfere with sleep. 
Costs 2 cents a month to burn all night. 
Fits lamp or wall outlet. A fast turn- 
over counter item. Retails for $1.00. 


OFFERS A REAL OPPORTUNITY 


"°* 1935 PROFITS 





New Food Mixer—Never have you been able to offer a food 
mixer retailing below $20.00 that has all the selling features 


of the new Hamilton Beach—57% more power than previous 
model ... No radio interference ... One hand portable oper- 
ation . . . Bowl control ... One piece guarded beaters .. . 
Tilt-back motor . . . Patented tapped-field speed control... . 
Practical labor-saving attachments . . . New streamline 


beauty ... Retail price $18.75 (Western price $19.75)— 
attachments extra. 







The Hamilton Beach Line is distributed on 
our clean-cut Jobber-Dealer policy. Depart- 
ment stores, public utilities, dealers, large 
and small—must buy through a wholesaler. 
We are 100% for price maintenance—and a 
full profit on every sale. 








Hamilton Beach products are loaded with 
selling features and backed by national adver- 
tising. Starting in February, Hamilton Beach 
advertisements will reach millions of readers 
every month. Good Housekeeping, Ameri- 
can Magazine, Woman’s Home Companion, 
Better Homes and Gardens, American Home 
and The Saturday Evening Post will form the 
backbone of this campaign. All inquiries 
from our advertising are referred to dealers— 
we take no orders. 












Window displays, folders, newspaper mats 
and other tie-up material are furnished free 
to dealers. 


Get behind this well-known quality line. Take 
advantage of the profit opportunity offered 
by our national advertising, dealer helps and 
profit-protecting policy. Order from your 
wholesaler. Hamilton Beach Company, 
Racine, Wis. 











‘Sewing Machine Motor— 
Makes any treadle type 
sewing machine into an 
electric. No installation 
required. Speed controlled 
by foot rheostat. Retail 
price complete, $12.50 
(western, $13.50). 





New 

No. 8 
Model 
$34. 75 


attachments 
$6.00 


A full-size motor-driven beating brush 
cleaner with unusually strong suction. 
Light in weight—easy to operate or 
carry. Hamilton Beach quality through- 
out—an outstanding value. Retails for 
only $34.75—yet carries the same liberal 
discounts as other models. 










Hair Dryers—The New No. 5 supplies a 
gentle blast of either warm or cool air. 
Light in weight—and retails for only 
$7.95 (western price $8.45). Stand 

No. 3, $14.00 (western, $14.50) ; Heavy 
Duty No. 2, $16.50 (western, $17.00). 





Vibrators —In two models. One with 
Universal constant speed motor — the 
other regulated for 7 speeds. Valuable 
Health Book with each set. Retail price, 
$13.50 (western, $14.00). 





14 


HARDWARE AGE 








ily 


vy 


th 


le 


TGA cg BETTER SALES 
al : he For Merchants Who Sell 
— F< ? THESE FOUR 


<a [QUALITY BRANDS 


BETTER SALES 


—because each of these woven wire poultry fab- 
rics ig a business getter and a business builder. 
—because each is made according to rigid speci- 
fications, of right material and practical design. 
—because the four styles of poultry protection— 
» A stocked together— meet the needs of every 
customer. 

The three nettings are fabricated with attention to 
uniform mesh and even-tension wires. Galvanized be- 
\ bs.’ fore or after weaving. 

4 Banner Poultry Fence is made with Medium Hard 
Zinc Insulated Wires. Wires at the bottom are very 
z: closely spaced to protect small chicks. The top spaces 
SS are larger. This is an economical construction and 
N a ; results in a much lower cost to you. 
“4 











ei Join thousands of other dealers in stocking the full 
: American Quality line. A letter or card will bring 
S specifications and prices. Netting and fence may be 
purchased in mixed carloads with other wire products. 


BANNER 
POULTRY Hedin dh 




















AMERICAN STEEL & WIRE COMPANY 


208 SOUTH LASALLE STREET * = * CHICAGO 
Offices in All Principal Cities 


Vale Sater led SC yportin Iehsitany 








|= 











JANUARY 31, 1935 15 





YOUR PROFIT 


Building projects financed in whole or in 
part by the Federal Government will consti- 
tute a major portion of the construction vol- 
ume in 1935. 


Will you as a Hardware Merchant share 
properly in this substantial business? 


During the past few years the larger part 
of all builders’ hardware on Federal buildings 
has been sold by the manufacturer directly to 
the contractor, eliminating the hardware 
dealer. 


Lockwood Hardware Manufacturing Com- 
pany, specialists for fifty-four years in build- 
ers’ hardware for Government buildings, 
announces that it intends to make every effort 
to return this business to its normal and proper 
channel and to assure the hardware trade of 
its legitimate participation and profit. 


We ask your cooperation. 


LOCKWOOD HARDWARE 
MANUFACTURING CO. 


Fitchburg. Mass. 
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No. 2115 Adjustable Frame 
for Blades 8 to 12 inches 


No. 2115 as shown. Adjustable Frame, Nickel 
Plated, Corrugated steel _ grip with dull 
nickel finish. ing nut adjustment for tighten- 
ing blade. Depth of frame 2% in., steel “ 


For heavy duty. Nickel Plated—highly polished. 
Strong steel connection with double end adjust- 
ment giving maximum strength when frame is 
fully extended. Corrugated steel pistol grip, 
chromium plated. Wing nut adjustment for 
tightening blade. Depth of frame 3% in., steel 


wide. 4, in. wide. 
No. 2116. Same as No. 2115 but includes one No. 2176 same, but includes one blade with each 
blade with each frame. frame. 













Packed one in a cardboard box. Packed one in cardboard box. 


UNION Hack Saw 
=) FRAMES 















A Steady 
Profitable 
Selling Line 
























6 lbew most particular mechanics—workmen 
whose jobs depend upon doing good work 
are strong for Union Hack Saw Frames. 


So is the average householder who uses a 
Hack Saw Frame only occasionally, but never- 
theless wants the dependable kind. 


Here, illustrated, are some popular UNION 
sellers—sturdy, easily adjustable Frames that 
hold the blade securely and keep it properly 
tensioned—saving both time and blades. 


You'll find them steady, profitable sellers. 


Your Jobber Send For 
Will Supply ~ 2 Latest 
You Promptly *«- ¥. 5. P#.0f Tool Catalog 


Established 1854 


TORRINGTON, CONN. 
New York Office 151 Chambers St. 





Non-Adjustable 


No. 2140 Non-Adjustable, Nickel Plated. Cor- 
rugated steel pistol grip with dull nickel finish. 
Wing nut adjustment for tightening blade. Depth 
of frame 3% in., steel 3% in. wide. 

No. 2141 Same as No. 2140 but includes one 
blade with each frame. 

Packed one in a cardboard box. 





No. 2170 Adjustable Frame 
for Blades 8 to 12 Inches 


No. 2170 Adjustable Frame, Nickel Plated. 
Heavy steel connection with double end adjust- 
ment giving maximum strength when frame is 
fully extended. Black enameled handle with 
screw adjustment for tightening blade. Depth 
of frame 3% in., steel 34 in. wide. 

No. 2171. Same as No. 2170 but includes one 
| gy with each frame. Packed one in a card! d 

x. 


No. 2160 Same construction as No. 2170 exce 

that frame is made 2% in. deep by % in. wide. 
No. 2161. Same as No. 2160 but includes one 
— with each frame. Packed one in a cardboard 


SCREW HANDLE 


ADJUSTMENT 





No. 2150 Adjustable 8 to 12 


Inches 
No. 2150 as shown. Adjustable Frame, Nickel 
Plated. Black enameled handle with screw ad- 
justment for tightening blade. Depth of frame 
2% in. steel % in. wide. 
No. 2151. Same as No. 2150 but includes one 
blade with each frame. _ 
Packed one in a cardboard box. The “Union” 
Line includes patterns for household use as well 
as mechanics. 
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- Just Among Ourselves 


PRT: 


Katz “Super Store” — 

For some years the Katz drug 
chain has operated a group of very 
general stores in the Kansas City 
area. To the stranger, the drug end 
of the business seems very much sub- 
merged in favor of ladies’ hosiery, 
liquors, radio, men’s shirts, etce.— 
items decidedly not drugs. Yet, the 
Katz stores were called drug stores 
and remain open long hours, seven 
days a week. It is my impression 
some of the downtown stores never 
close. During the past year this firm 
has opened what they call a “super 
store.” Here you may buy electric 
refrigerators and practically a full 
line of hardware, paints, toys, house- 
wares, etc. These are on sale seven 
days a week and long hours. You 
may also buy bologna and cold cuts, 
potato salad or books. If you are an 
explorer at heart you may find the 
drug department on which the 
store’s special privileges, despite 
NRA, are hinged. It is an open “se- 
cret” that an effort was made to give 
these stores department store classi- 
fication, but the effort was unsuccess- 
ful. Now there is talk of having 
hardware stores, grocery stores and 
all other competing retail establish- 
ments open on Sundays to draw pub- 
lic fire and awaken the wrath of 
church bodies, clergymen and others. 
If this plan is followed and public 
indignation is aroused, an interesting 
experiment in retail competition will 
have been tried and may serve as a 
guide for other communities suffer- 
ing from this unfair situation. 


One Retail Code— 

A commendable effort is under 
way to have a single retail code, em- 
bracing every known retail trade. If 
this develops—and it should—there 
must be a precise ruling on drug 
department hours which do not open 
the door too wide for the depart- 
ment store type of drug store, which 
is growing in numbers all over the 
country. Although a great many 
state retail hardware associations 
have inclined toward a wholly sepa- 
rate retail hardware code, there is, 
currently, an expressed desire to con- 
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sider favorably the single code for 
all retailing. From Washington have 
come suggestions for a single distri- 
bution code which would include all 
wholesalers and retailers, but I do 
not know any of the details, nor am 
I sure that such a code would have 
the merits its sponsors claim. 


Code Defenders— 

At several conventions, civic and 
luncheon club meetings. I have 
heard a miscellaneous group of code 
authority officials defend codes and 
their degree of compliance. The 
earnestness of such men for their 
trade-saving responsibilities cannot 
be questioned, but I do rt under- 
stand their apparent defensive atti- 
tude. They can only administer the 
available regulations and do the 
work prescribed for them, and that 
work has been done despite handi- 
caps in most fields. Business men 
audiences show some impatience with 
the code experiment, usually because 
of individual infractions which have 
come to their attention. When they 
express some indifference or lack of 
approval, the code authority speaker 
usually counters with the claim that 
compliance is made increasingly dif- 
ficult by the lack of facts in charges 
and the unwillingness of other busi- 
ness men to file charges in the proper 
form. And the more we hear about 
the codes, the more we are convinced 
that hours, wages and _anti-child 
labor will be the net result of the 
future NRA, in whatever form this 
recovery plan may take. It seems 
quite certain that price control is 
almost out—or on the way out. 
Among retailers, it was never really 
in, but among groups of manufac- 
turers with open price filing or the 
equivalent, there has certainly been 
some control. 


Builders’ Hardware— 


For many years retail hardware 
merchants have complained that 
builders’ hardware manufacturers 
have handled as direct sales all of 


the really big volume business, par- 
ticularly hardware for public build- 
ings. In rebuttal, manufacturers 
have justified this policy, claiming 
that too many retailers won’t carry 
suflicient stock nor render the service 
required. In the meantime retailers 
did not get this choice business, for 
often the contractor or government 
purchasing agent was in position to 
buy as well as or better than the 
dealer trying to get the business. In 
this connection it is interesting and 
encouraging to read the policy state- 
ment in the advertisement of the 
Lockwood Hardware Manufacturing 
Co., which appears in this issue. 
Recognizing that 1935 _ builders’ 
hardware sales will be influenced 
greatly by Federal governmental 
financing, this company announces 
its intention “to make every effort 
to return this business to its normal 
and proper channel and to assure 
the hardware trade of its legitimate 
participation and profit.” This 54- 
year-old company which has _ pro- 
duced a large quantity of hardware 
for public buildings in the past, is 
to be congratulated on this stand. 
It is certainly a step in the right di- 
rection. 


All Aboard for Miami— 


When the manufacturers and 
Southern jobbers meet in Miami, 
Fla., this coming April, many of the 
attendants are going to tell of the 
glorious time they had on board the 
S.S. Iroquois of the Clyde-Mallory 
Lines. This ship leaves New York 
at noontime, April .3, and arrives at 
Miami on April 6, allowing ample 
time for fishing, golf, boating, swim- 
ming or other diversions prior to the 
opening of the convention on Mon- 
day. Prompted by the huge success 
of the Harpware AGE Special, a no- 
change direct train from Chicago to 
Atlantic City, last October, Harp- 
warE AGE has arranged this pleasant 
way of going to Miami. In fact, sev- 
eral groups asked this publication to 
handle this job. Further data on 
the subject are given elsewhere in this 
issue. It will be an enjoyable trip 
and every sea-going attendant is look- 
ing forward to it. 
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A Westinghouse Automatic 
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Chrome finish. 7-cup 
capacity. Protected | 

from overheating. 
Reg. $6.95 Val. 
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incinnati 
ealers Have) 


ESS than one year ago, 64 lead- 
ing retail hardware mer- 
chants of Cincinnati, Ohio, 

banded together for cooperative ad- 
vertising and selling, without collec- 
tive buying. Known as the Inde- 
pendent Hardware Stores, Inc., this 
organization is following closely the 
activities and program of the Eagle 
Hardware Stores group in Cleveland, 
Ohio. (See H.A., Aug. 3, 1933.) 
The major cooperative effort is the 
weekly newspaper advertising space 
used every Wednesday night in the 
Cincinnati Post. Being a cooperative 
effort, substantial space is possible, 
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Weekly large space newspaper 
advertisements help these Inde- 
pendent Hardware Stores, Inc. 
Members improve their business 
and keep hardware business be- 
fore the minds of the consumers 








in Greater Cincinnati 





OFFICERS 
HOWARD Z/MMERMAN, Pres. 


TRUSTEES 
STANLEY SCHNEIDER 


INDEPENDENT 





POBERT SCHELLINGER, at Vico Pres. ih KOMSTALL 
LAWRENCE HEGENER Ing Vice Pres. WILLARD SCHAUFELE 
EPH KOMSTALL, Trees, CHAS ZIMMER, 
G0GAR DOLLE 
w — een JARMES BALLET 
UNiwersy (8 
MERCHANDISE LIST - APRIL 18th CINCINNATI, OHIO April 6,1934. 
Pe ADVERTISED 
{TEMS Ss cost PRICE 
kich AutoKrat Ironing Board, 
pad & cover Kruse i 2.98 
Electric Iron 6 1b.Chrom Plate 
Heavy co Bostwick wo 1.29 
Kruse Bae0 
K M M Curling Iron or equal Kruse Sanam 239 
i. lt & 2 qt Aluminum Sauce Pans 
Charm Gr Smith a 59 


‘Pirst Grade Genuife Hide Pielders 


Glove-Leather Lined 1 jobbers 
High Grade Jumping Rope-Wood peaties Licht&Jankelman se 102.03 
16" - & Blade Lawn Mower-10"Wheol xruse ter 6.45 
Grass Catcher 16" white canvass 
with galvanized bottom Smith — +69 
Lawn Comb-Lawn Rake 16" Baith Rt, 279 
Speding Fork OL 8 DP Kruse L— 4 +98 
14 Teeth Level Hoad~ Steal Rako Kruse 57 
White Dutch Clover Worthington = +501b 
Lawn Seod 5lbs for .79 
Rose Bushes-Hearty Northern Plants 
2 yr.field grown Worthington MMM .29each3 -.75 
Gladioli Bulbs -1 dog in a box Doz Assm'te -35 ea 
assorted varieties Worthington 3-1.00 
Removable Iron Clothes Posts 
with insert-Queen or equal Kruse 1.65 
Heller Bird Seed & gravel-combination Haller 4pts.19 -2 
Screen Point-inamel Smith pts. 29qts.44 
Old English No Rub Wex Bostwiak Seen pt,59 qt.89 
Smith 
Kruse 3.89 pte. 
True temper Lawn Edger Worthington ° 
Long Handle Dendelion weeder Union DW Sith SRR 29 
Stainless steel knives & fork sets 
assorted colors-cataleen handles Worthington [i sect 1.19set 
Bread Box 10X14 rolles top-ass'Tcolors Worthington Ga 98 


Cake covers &carrier-metel bottom 









wire bale Worthington 
Chieken jer founts Kruse 
Independent Waterless Cleanser Kruse 


Old English Rug Cleaner Kruse 1.00 
Linkota Seeger Winstel in lots of a 
of 
~53pt.89qt 
-69pt 
25 
25 
+10 


less then 
Linx Kruse 
Culf Refrigerctor Oil oz 
Chi-N«mel Aluminum Pseint ofr list 
with coupon 





Kruse 
Schellinger 








Merchandise list from which items are selected for advertising. 
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Coop 


erative Advertising Plan 


Without Collective Buying 


whereas hardly any one single mem- 
ber could afford even a very small 
advertisement for his own store. The 
naturally restricted area served by 
each individual store would also pre- 
clude newspaper advertising which 
is precisely the problem faced by 
hardware stores in all major cities. 
Banded together with the modest in- 
vestment of $3 per member per week, 
a real program can be carried 
throughout the year. 

Well located throughout the 
Greater Cincinnati area, there is hardly 
any waste circulation, and, of course, 
the membership has grown some 
since the first double-page adver- 
tisement appeared on March 7, 1934. 
Each advertisement bears the key- 
stone insignia and group name promi- 
nently and also the names and ad- 
dresses of all members, geographi- 
cally arranged. The prices quoted 
are representative of local competi- 
tive conditions. Here and _ there, 
margins must be sacrified to meet a 
severe condition, but, in the main, 
fair margins are available due to 
the cooperation of several wholesal- 


ers who are definitely a part of the 
campaign plan. The wholesalers in- 
clude: Kruse Hardware Co., Cincin- 
nati; The Geo. Worthington Co., 
Cleveland, Ohio; Smith Bros. Hard- 
ward Co., Columbus, Ohio; Van 
Camp Hardware & Iron Co., Indian- 
apolis, Ind.; Bostwick-Braun Co., 
Toledo, Ohio, and The W. Bingham 


Co., Cleveland. 
Wholesalers Have Equal 
Opportunity 


All wholesalers have an equal op- 
portunity to participate in the ac- 


tivity, and each independent mem- ~ 


ber deals with any or all wholesal- 
ers individually, buying as much: as 
he wishes and from whom he wishes. 
The dealer organization undertakes 
no responsibility for credits nor 
terms. Such matters are decided be- 
tween individual members and _in- 
terested wholesalers. 

The dealers advertising commit- 
tee of five serves five weeks, with 
each man representing a given dis- 
trict in the Greater Cincinnati area. 


It is a progressive committee, with 
one member dropping off each week 
to be replaced with a new member 
from the same district. In this way 
the entire organization serves, and 
there can be no charge of “cliques,” 
always a possible embarrassing prob- 
lem in cooperative efforts. This 
committee selects the merchandise to 
be featured, studies the current local 
competitive phases of the featured 
merchandising and prepares the ad- 
vertising with the aid of the news- 
paper’s staff with whom the commit- 
tee meets. All ads are prepared three 
weeks in advance to give everyone 
(both wholesale and retail) ample 
opportunity to make necessary prepa- 
rations. 

When the merchandise is selected 
and priced, complete lists are sent 
to all cooperating wholesalers. These 
in turn notify the committee of their 
individual interest or ability to han- 
dle any or all of the items to be ad- 
vertised. From these reports from 
wholesalers, a bulletin is prepared 
for dealer-members indicating the 
availability of each item. In some 


This group photo was taken at the First Grand Picnic of the Independent Hardware Stores, Inc., Cincinnati, Ohio. 
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The Advertising Committee of the Inde- 
pendent Hardware Stores, Inc., Cincin- 
nati, Ohio. Left to right: Lou Eichold, 
Ed Hoemmelmeyer (Cincinnati Post), 
Joe Laws. Seated: F. L. Rey, Stanley 
Schneider (Advertising Supervisor), 
M. R. Manley. 


cases, merchandise is available from 
all wholesalers; other times only 
one, two or three show interest, and 
the bulletin is prepared accordingly. 
From that point on it is up to the 
dealer to buy where and what he 
wants. 

A general meeting is held every 
Monday night to discuss results and 
to acquire general suggestions for 
the future conduct of the organiza- 
tion. Before the general meeting. 
the board of directors holds a short 
meeting to iron out any difficulties 
and to study policies. The board 
has 11 members, chosen one from 
each of 11 districts in the area served 
by these dealers. All meetings are 
held at the offices of the Cincinnati 
Post, where complete advertising files 
are maintained for reference. 

Window decalcomanias, keystone 
insignia cuts for letter heads, envel- 
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opes, billheads, business cards, price 
and display, etc., are available for 
the use of all members that their 
individual efforts may tie in with the 
complete program of the group. 
There are no strings on the whole- 
salers to prevent them from selling 
the same merchandise at the same 
prices to non-members. This they 
may do at will. But it is obvious 







ELECTRICAL SUPPLIES 


ROOFIN' 






RADIOS 


Example of type of office supplies used by the Independent Hardware Stores, 
Inc., Cincinnati, Ohio. The keystone insignia cut is available to mrembers for 
letterheads, tags, envelopes, cards, price tickets, window cards, etc. 


that non-members do not have the 
advantage of the cooperative adver- 
tising which is always a most vital 
point in meeting competitive situa- 
tions. It is never sufficient to merely 
have the right price, you must have 
some means of telling the public. In 
the major cities this is difficult, if 
not almost hopeless, by any other 
plan that the cooperative dealer pro- 
gram used in Cincinnati and many 
other places since the Eagle group 
started the idea in Cleveland two 
years ago. 

H. Zimmerman, Raber Hardware 
Co., is president of the Independent 
Hardware Stores, Inc., and Henry 
Austing, Duwel Hardware Co., is 
vice-president. Joseph Kohstall, Koh- 
stall Hardware Co., is treasurer and 
W. J. Wittekind, Wittekind Hardware 
Co., is secretary. These officers and 
the following comprise the board of 
trustees (or directors): Stanley 
Schneider, Schneider Hardware Co.; 
Edgar Dolle, Dolle Hardware Co.; 
James Bailey, Hartman & Bailey; 
George Dettmer, Dettmer Hardware 
Co.; William H. Dimmett, Economy 
Hardware & Electric Co.; Joseph 
Laws, Joseph Laws Hardware Co., 
and Henry Hoemmelmeyer, F. & H. 
Hoemmelmeyer. 


Cooperative Advertising by Independent Dealers is 


Increasing. Follow developments in Hardware Age 
HARDWARE AGE 
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ATTENTION GETTERS 


THE FOLLOWING /OFAS HAVE BEEN SUCCESSFULLY USED 
70 ATTRACT THE ATTENTION OF PASSERSBY BY THE SILVER 


SPRING, MD.,PAINT AND HARDWARE Co. 
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Strip Mining Coal in Michigan 


Brown Bros. 


The Local Hardware Dealer Can 


Get Mill Supply Trade 


ILL supplies account for 
about $10,000 of the volume 
of trade done by Dignan’s 


Hardware in Owosso, Mich. Shia- 
wassee county, in which Owosso is 
situated, is a_ soft-coal-producing 
area, and much of Dignan’s mill sup- 
ply business is due to that variety 
of mining known as strip mining. 
The top soil is removed from the 
coal vein by steam shovels and then 
men are engaged with pick and 
shovel to get out the coal. The farm 
trade also contributes to Dignan’s 
volume, requiring axes, saws and 
general farm cquipment, but there 
is a relation between the mill sup- 
ply business and the farm trade to 
some extent. The fact that Dignan’s 
carry convenience stocks of iron 
rods, angle iron, heavy chain, causes 
many farmers to do a good deal of 
their own farm repairing, not a few 
of them having their own forges. 
Mr. Dignan explains that hard- 
ware stores could get more mill sup- 
plies business if they but make a 
reasonable try for it. By the very 
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nature of the line, being heavy and 
unwieldy, the user of mill supplies 
welcomes a convenience of supply. 








NES dat = 
HERMAN DIGNAN 





The first step is to find out what 
the requirements of the various cus- 
tomers are and let them know you 
are prepared to render the service of 
supply. This should be done through 
the foremen of the various mines, 
factories, etc. While the superinten- 


dent will finally have to sanction the 
purchases they are usually made 
upon the recommendation of the fore- 
men. It will be necessary for you 
to convince the foremen that you 
can -and will deliver the goods when 
wanted. Acquaint yourself with the 
various problems and requirements 
involving your stock of mill sup- 
plies and be able to speak the lan- 
guage of the job. 

In Shiawassee county there are 425 
miles of improved highways, upon 
which work is being done all the 
time. Here are required chains, 
picks, mattocks, shovels, bar iron up 
to 1 in. around. In some instances 
hardware men are permitting this 
business to go out of the county, for 
the lack of having a supply and let- 
ting the road superintendent know 
that they can supply him and de- 
sire to do so. 

Mill supplies offer a good margin 
of profit. The convenience of hav- 
ing this type of merchandise is worth 
a great deal to the purchaser, who 
very often needs a certain length of 
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iron bar, a length of heavy chain or 
pipe fittings that cannot be picked 
up in some competitive store. 

Instead of giving a lot of thought 
to who may be getting a small com- 
petitive sale from him, Mr. Dignan 
prefers to get a fair margin of profit, 
to which he is entitled for service 
rendered on it, on a line that every 
hole-in-the-wall does not handle. 

If you are in a location where 


there is a need for mill supplies, 
don’t permit it to get away from you. 
Survey the possiblities and make a 
list of the items. Most mill fore- 
men will assist you by telling you 
what they use. When looking into 
this phase of the question, you have 
the opportunity to suggest that you 
are putting in a line of mill supplies. 
Point out the convenience of ‘being 
able to get these items quickly and 


the advantage of greater accuracy. 
Every foreman has experienced the 
annoyance of having sent a distance 
for a much-needed part, fitting or 
tool, only to have it arrive too large, 
too small or even an entirely differ- 
ent article. A local supply base 
eliminates such annoyances, and this 
is one of the strongest points in sell- 
ing mill supplies. The line is widely 
varied and much of it easily handled. 





Ohio Dealer Sells a Hundred 
Electric Refrigerators a Year 


4 VIFFIN, Ohio, has a population 
of about 12,500 at the present 
time. In this medium-sized 

town, the Crobaugh Hardware Co. 
has been selling about 100 electric 
refrigerators a year, a dollar volume 
of about $20,000. The main source 
of leads, states Mr. Crobaugh, are 
their satisfied users. This statement 
prompted the query, “How did you 
get the first one?” It brought forth 
an interesting story. : 

Many years ago, a friend of Mr. 
Crobaugh’s happened to be selling 
one of the early mechanisms for in- 
stallation in the old-fashioned ice 
boxes, which had been an important 
line of the Crobaugh Hardware Co. 
The installation was made in the 
store and attracted the usual crowd 
of curious people as the work pro- 
gressed. Among the interested by- 
standers was a contractor who asked 
what it was and what its price would 
be. Mr. Crobaugh had no idea of 
its cost or selling price, but made a 
bold “stab” of “$500” which subse- 
quently proved to be close enough. 
The contractor promptly said, “In- 
stall that in my house, and, if it 
works, Ill take it at your price.” 
When Crobaugh’s friend returned to 
Toledo, he found a message waiting 
to tell him to return and install the 
new idea in the contractor’s home. 
His surprise was acute. That was 
the way Crobaugh got his first satis- 
fied user. Naturally, this new inven- 
tion got much free advertising, and 
the Crobaugh Hardware Co. was well 
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Crobaugh Hardware Co., Tiffin, Ohio, gets 
about $20,000 of his annual income from 


one major appliance line. 


on the way to being established 
firmly in the electrical refrigeration 
business in Tiffin. 

Since that time the firm has em- 
ployed many of the usual means of 
attracting leads, such as_ letters, 
manufacturers’ material, straight can- 
vassing, etc., but the main source of 
the best leads comes from the recom- 
mendation of satisfied users. The 
line carried is one of the very finest 
and gives practically no service prob- 
lems. In rare instances it has been 
necessary to make minor adjust- 
ments, in many of which Mr. Cro- 
baugh personally takes care of the 
trouble. He realizes, for instance, 
when a call comes in the evening, 
that people do not wish to be dis- 
turbed from entertainment of guests 
to have a service man in with his kit 
of tools. Mr. Crobaugh can usually 
estimate what the trouble is likely to 
be and goes around to the house of 
the customer to adjust a new belt or 
some similar thing without fuss or 
bother. Such service is rewarded by 
good will and the recommendation 
of the Crobaugh store to friends. 

Although the utilities have sold 
refrigerators as well as other major 
appliances in Tiffin, they have al- 
ways been fair competition, in Cro- 
baugh’s opinion. They have discon- 


tinued the selling of refrigerators 
and will do so with electric ranges 
as soon as possible. Even when the 
utilities were selling refrigerators, 
Crobaugh outsold them. 

One man is maintained on outside 
selling to the domestic user, and an- 
other works on commercial selling. 

Another thing that helps to de- 
velop good will for Crobaugh is the 
fact that many people, who are buy- 
ing their refrigerators on the instal- 
ment plan, and through the finance 
company’s service, may pay their in- 
stalments to Crobaugh’s. Many of 
these people do not, for one reason 
or another, carry checking accounts 
at the bank. It would be necessary 
for these people to buy money orders 
at the post office in order to safely 
remit their payments. The various 
commissions amount to something, 
and these purchasers try to make 
every saving they can. The Cro- 
baugh store accepts the currency 
from the customer and remits to the 
company a bulk check. In some in- 
stances where a customer who pur- 
chased a refrigerator and since is 
unemployed, he has paid several in- 
stalments for the customer. He is 
confident that the bill will be paid 
in full, and, of course, he can re- 
possess the refrigerator if necessary. 
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ow YOU Can Modernize 


Your Store on Easy Terms 


Federal Housing Act Will Help Finance Needed 


Improvements in Hardware Stores —Attractive 


Stores Draw Trade 


OW many of you hardware 
H merchants would like to 

renovate your stores? If 
you would, and haven’t the money 
available, you can borrow from $100 
to $2,000 for that purpose from one 
of your local banks through the aid 
of the Federal Housing Administra- 
tion. 

This renovizing job can be done 
under what is known as Title I of the 
Housing Act. Just as this is written 
Title II is being forcibly brought to 
the attention of the public. That 
deals with new building. However, 
the money is to be used for new 
dwellings and not for stores. At one 
time it was thought that this Title 
would be broadly construed by the 
Housing Administration so that if a 
merchant wished to live above his 
store he would be able to get a loan 
not to exceed $16,000, but the Ad- 
ministration is “discouraging” such 
loans and in fact it is quite possible 
that there will be an absolute pro- 
hibition against any such loans. 

Insofar as renovizing loans are 
concerned, there are conditions to 
be met. They are, briefly: you must 
own your building or have it on a 
long-time lease; you cannot be in ar- 
rears in taxes; and you must prove 
yourself a satisfactory credit risk. 

Then you can receive the money 
easily and quickly and at an interest 
and service charge of not over five 
per cent. 
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The hardware dealer is definitely 
included in the plans of the Federal 
Housing Administration. If Wash- 


ington predictions come true, the 


movement of store modernization will 
receive a tremendous impulse through 
this new aid—and thousands of hard- 
ware merchants will have renovated 
their stores within the coming year. 

How much or how little the hard- 
ware business of the United States is 
going to borrow for renovating its 
stores depends entirely on the in- 
dustry itself, according to officials 
of the Federal Housing Administra- 
tion. 

Any dealer wanting to renovate his 
store may apply for from $100 to 
$2,000, with the latter being the 
maximum, depending on his income. 
for improvements on any one piece 
of property. A like amount may be 
borrowed in connection with not 
more than five pieces of property, 
with a maximum of $2,000 on each. 
Approval of the Housing Administra- 
tion at Washington must be obtained 
by the lender in advance for loans 
on more than five properties. 

Any hardware property owner, in- 
dividual, partnership or corporation, 
with a regular income from salary, 
commissions, business or other as- 
sured source may apply for a loan 
to any national or state bank, trust 
company, savings bank, industrial 
bank, building and loan association 
or finance company approved by the 





Federal Housing Administration, or 
to a contractor or building supply 
dealer. It is not necessary to be a 
depositor in the financial institution 
consulted. 

It must be clearly understood that 
the hardware merchant is not bor- 
rowing from the government. Notes 
may run for any number of months 
or from one to three years, but notes 
extending from 37 months to five 
years may be submitted to the Hous- 
ing Administration by financial in- 
stitutions for special consideration. 

The only security to be required is 
that you have an adequate regular 
income and a good credit record in 
your community. 

It will be necessary for the hard- 
ware dealer to give assurance that he 
owns the property, that the annual 
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income of the signers of the note is 
at least five times the annual pay- 
ments on the note, that his mortgage, 
if any, is in good standing, and that 
there are no past due taxes, interest 
or liens against his property. Also it 
will be necessary that he use the 
proceeds of the loan solely for prop- 
erty improvement. 

It is the intent of the Administra- 
tion that the money be used for per- 
manent property improvement. In 
the case of a store there is a border 
line of what constitutes a “property 
improvement.” On inquiry from the 
Administration, we are told anything 
that is built-in or affixed in the store 
is considered a property improve- 
ment, but any movable equipment is 
not so considered. 

It is apparent, then, the money can 
be secured and used for painting. 
renovating or remodeling of prem- 
ises, new front, new lighting or heat- 
ing installations, wall or ceiling dec- 
orations, built-in or affixed shelving, 
displays and counters, new floors or 
affixed floor coverings, built-in air 
conditioning system and other built- 
in or affixed equipment. Such items 
as trucks and other movable equip- 
ment are not included in the plan. 

Your local bankers will, of course, 
use their own discretion to some ex- 
tent, and under favorable conditions 
may advance loans for purposes not 
enumerated above. Bear in mind it 
is the wish of the Administration to 
have as many merchants as possible 
use these available funds at once so 
as to increase employment and pro- 
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mote general business. So do not 
hesitate to explain the full details of 
your situation to the lending bank 
or bankers. 

Officials of the Housing Adminis- 
tration state that signature of the 
property owner will be required, and 
if the individual is married, the sig- 
nature of the wife or husband. No 
other co-signers or endorsers are re- 
quired. Provision is made that the 
financial institution making the loan 
may not collect as interest, discount 
or fee of any kind a total charge in 
excess of an amount equivalent to 
$5 per $100 of the original face 
amount of a one-year note, deductible 
in advance. 

The Housing officials give the fol- 
lowing as an illustration. If you 
need $285 for improvements to your 
store, you might sign a note for $300 
payable in 12 equal monthly instal- 
ments. In this case the note would 
not bear interest, because the maxi- 
mum charge permitted ($15) would 
be included in the face of the note. 
If you borrow a larger amount, or 
if you repay in equal monthly in- 
stalments extending beyond one year, 
from 13 months to three years, the 
total charge permitted would be at 
a proportionate rate. No _ other 
charges have to be paid. 

It is stated by officials of the Hous- 
ing Administration that this cost, 
compared with ordinary 60 or 90- 
day bank loans, is higher. However, 
compared with the same type of loans 
payable in monthly instalments, it 
is much lower than heretofore avail- 





able. The reduced cost is made pos- 
sible because of the government in- 
surance to the financial institution 
making you the loan. 

The note you make is paid for by 
making regular, equal, monthly pay- 
ments until the note is paid in full. 
No restrictions will be made on the 
borrower as an owner to use any 
specified materials. You can em- 
ploy any methods of construction 
you desire provided they meet with 
the approval of the lending agency 
if this agency is interested. 

Provision is made also that the 
note may be paid in full at any time 
before maturity. A reasonable re- 
bate will be allowed for prepayment, 
if charges have been collected in ad- 
vance. 

If is pointed out that more than 
one instalment payment can be made 
at a time if it is desired, but such 
payments should be in exact multi- 
ples of the agreed payments, that is, 
if the monthly payment is $10, ad- 
vance payments must total $20 or 
$30 and not odd sums like $18 
or $25. 

Makers of the notes must not per- 
mit their payments to fall in arrears. 
If a payment is more 15 days late, 
the financial institution’s expense, 
caused thereby, may be reimbursed 
in part at the rate of not more than 
five cents per dollar for each pay- 
ment in arrears. Persistent delin- 
quency will make it necessary for the 
financial institution making the loan 
to take proper steps to effect collec- 
tion in full. 
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Arrangement of Hardware Age 
window units used in the window 
at right 








This window by Pierce Hardware Co., Taunton, Mass. 





Snappy Window Ideas Sell 
More Hardware f 


or You 


ECOGNIZING the value of 
R window displays as a means 
of offering merchandise to 
your public, have you ever gone a 
step further and asked yourself 
whether you are making them do 
their best work? Windows that have 
been given over to the mere storing 
of merchandise are not doing their 
work. Windows that are dead are 
not an asset by any stretch of the 
imagination. We cannot place a re- 
frigerator or other item similar in 
the window, surround it with a mis- 
cellaneous collection of hardware 
items and consider it a window dis- 
play. 

The displays offered here have 
ideas back of them that make them 
effective sellers of merchandise. They 
are not hard to produce. The 
sketched windows utilize the units of 
the HarpwareE AGE interchangeable 
display fixtures and a sheet of in- 
structions for building these fixtures 
in your own shop or having a car- 
penter do so for you, is available 
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by addressing the managing editor. 

One photograph shows a window 
produced by Ray E. Stratton for the 
Pierce Hardware Co., Taunton, Mass. 


-It has a real idea. The large dice 


are made of wall board and sus- 
pended from the ceiling by threads. 
The tie up with the slogan “don’t 
gamble with cheap paint” carries 
the message at a glance. 

The patriotic design worked in 
seeds brought a great deal of atten- 
tion to Work Bros., Logan, Ohio. 


Arrangement of Hardware Age 
Interchangeable units used in the 


window at left 
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LABOR PAINS 


By JOHN GUERNSEY Facing the Realities of Life in Labor Relations, With- 


Editor, Retail Ledger 


si of out Twilight Sleep. A Straightforward Story of 
. power Is in management > 
hands to determine whether the Retailers’ Rights and Obligations Under the Law 


retail industry is to face a pe- 

riod of strife and disorder, or retain 
the traditional loyalty and faith of 
its four million employees. 

Trouble won’t be avoided by strik- 
ing a pose of injured innocence when : 
union organizers make a_ business BROTHERS, INC., HARDWARE STORE 
call; or by shunting them to a sub- va 
ordinate as you would a troublesome 
customer; or by pounding the table % T 4 E w& E 
and affirming the right to run your 
own store. That might alleviate the 
momentary pain, but it is no cure 
and it leaves you looking rather 




















foolish. 

You have rights, and you must eae SALESMEN 
know just where they merge into ob- American standards ON STRIKE 
ligations. Your rights are not what oF ting by coling 

a GERMAN MADE misre pre- 
you may wish them to be, uur are GOODS, which are oo ‘lee iat hee 
our obligations what union organiz- not manufactured un- bo f 
y of . Fe) ke Be doe ws ‘ai STRI : only delivery boys are 
ers assert and try to make you be- ELEM pare OS ; KES GOODS Ff on strike. 
~ " & 4 i 4 + 








AMERICAN 
FEDERATION 
= OF LABOR 


lieve. The organizers are trying to 
make an honest living, as you are, 
and at times their enthusiasm car- 
ries them into the realm of wish in- 


AMERICAN 
FEDERATION 
OF LABOR 





stead of fact. It is desirable that you on . 
J 3 “RACTI u 
be in position to assist them with PICKET RECEIVES FRACTURED SPINE os 
° even goes so far as to have the pickets slugged. a striking employee 
better suggestions than they may ad- who had worked for / for over two and a half years laid in Bellevue Hospital twenty- 
d id "a nine days with a fractured spine and is still in a plaster cast, with possibilities of permanent 
vance, an so guide matters into injury, after being slugged with a bundle of iron fire escape steps by 
sound and lasting channels. man Friday), on May 10, 1934. 
Get their point of view and ex- HELD FOR SPECIAL SESSIONS 
i > ‘ On June 8, 1934, Magistrate held over to Special Sessions for prosecu- 
plain the store to them from that tion for this crime. These slugging tyrants must be shown that such unclean and unfair methods 
angle. If you can do that, and talk are not going to be tolerated by decent law-abiding American citizens. 
a language they understand, both UNDER INVESTIGATION 
sides will enjoy the experience; you has been warned once by the N. R. A. and is under investigation for the second 


time for failing to pay the minimum wage as provided under the N. R. A. 


AN APPEAL TO ALL WHO BELIEVE IN FAIR PLAY 








(Editor’s Note: This article is reprinted 


from the Retail Ledger by special permis- Don’t patronize and show him that his unfair methods 
sion of that publication. Mr. Guernsey is are not going to be tolerated. 
well known in retail circles as a former <a ’ 


Department of Commerce official assigned 
to retail distribution problems, one of 
which was and still is the conduct of the 
retail census of distribution. It is inter- 
esting to note that a survey by Retail 


An eastern hardware dealer refused to deal with men who represented them- 
selves as union organizers having approval of the stores’ employees and the 
store was picketed and circulars like this widely distributed in the dealer’s trad- 


p eeeagh ca ee ‘in yer ing area. The dealer claims that only two delivery boys among 12 employees 
P bl f & 1 h vi 8g were interested in the union and so refused to deal with the men who called on 
problems f0F 935, whereas in three years him. He was within his rights, if his figures are correct, but nevertheless he 
this problem has never even been recorded suffered loss of business and considerable annoyance which has not been entirely 
in pre-NRA times.) cleared up at this time. 
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can pound the table when they 
pound the table; you can purr when 
they purr; you can demand when 
they demand. Pounding and _ pur- 
ring and demanding do not change 
the legal status of their claims or 
yours. The whole question is: What 
is the justice of the case and what 
is the law? The process of getting 
to that point might as well be a 
delightful new experience rather 
than an apoplectic stroke. 


No Time for Misinformation 


This is no time for academic or 
sensational discussion of labor 
unionism. It is deplorable that so 
much that is thrust before the eyes 
of retailers is that form of journal- 
ism which panders to the sensational- 
ism of the moment without being 
able to perceive and explain the play 
of forces whose offum or surface evi- 
dence alone appears in the stories. 

The present drive to organize re- 
tail unions is part of a national cam- 
paign of great importance to the 
pocketbook and power of the A. F. 
of L. Only the unions’ strategists 
know what stores are elected to be 
focal points in the drive. You can’t 
know whether you are down on the 
list to be organized or not. As a 
matter of law, you can’t do anything 
about it at that stage. 

Organized labor gets its incentive 
for the drive from its interpretation 
of Section 7-a of the National Recov- 
ery act of June 16, 1933. Re-read 
7-a carefully. There is no new prin- 
ciple; it merely asserts the prin- 
ciple of collective bargaining which 
has been sustained over and over by 
the Courts. It says that the employer 
shall not dictate, by intimidation and 
interference, the right of employees 
to elect representatives of their own 
free choice and bargain collectively 
through them. 


That section is identical with 
the labor provision of the War 
Labor Policy Board (the Taft-Walsh 


board), except that the war-time law 





JOHN GUERNSEY 


also forbade employees to use intimi- 
dation, requiring that disputes be set- 
tled by arbitration. The reason that 
clause was not put in the Recovery 
act is significant. 

It was in the draft almost to the 
last moment, but just as Congress 
was called upon to pass the bill a 
huge demonstration was staged in 
Washington by the National Asso- 
ciation of Manufacturers and the U. 
S. Chamber, with dire threats that 
business would not stand for any 
labor legislation. The reaction of 
Congress was the reverse of what 
those omnipotent elders of the Cham- 
ber wanted. 

Both Houses got out of hand, and 
floor leaders rushed to the President 
with the recommendation that the 
restriction on employees be removed 
in order to save the bill. It is an- 
other black mark to chalk up against 
the U. S. Chamber, which fortunately 
no longer makes any pretense of 
representing retailers. 

So the Act was passed with re- 











THESE QUESTIONS ANSWERED 


SOYERKNDAVME WON 


— 


Can I fire agitators? 


Am I likely to be unionized? 

What should I do in advance? 

If union delegates call, what should I do, and how? 
Must I recognize the union? 

Why is there no restriction on union intimidation? 
How do I know a delegation is representative? 

Can unions hold an election in the store? 

How far must I go and what are my rights? 

Does a strike deprive the store of its Blue Eagle? 
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strictions on employers but none on 
employees. In forcing out what was 
to have been Paragraph 2 of Section 
7-a, the tacticians of so-called Big 
Business brought down upon re- 
tailers’ heads the first threat of at- 
tack from organized labor that our 
industry ever has had, and a threat 
which it does not deserve. Retail 
stores now become the unfortunate 
battle ground in a fight in which 
retailers have no real part—the fight 
of organized labor to entrench itself 
before 7-a cari be reestablished in 
the form it should have taken in the 
first place. 

You may be waited upon at any 
moment by union delegates claim- 
ing to represent your employees, and 
threatening a strike if their demands 
are not granted. What should you 
do? To kick them out, no matter 
how smoothly it is accomplished, 
merely puts them in position to go 
before the National Labor Relations 
Board and charge you with viola- 
tion of Section 7-a which, by act of 
Congress, is a part of every code. 

Does that mean that you have to 
accede weakly to every demand of 
the organizers? Not at all. You 
don’t even have to recognize the 
union or unions which they claim to 
represent, but you do have to recog- 
nize any group truly representative 
of the free choice of your own em- 
ployees. 


First Move 


Therefore the first move is to de- 
termine, or have determined for you. 
whether your delegation is truly rep- 
resentative. Who is to determine it? 
Certainly not your visitors, no mattet 
how genial or gruff they may be. If 
you know them to be representative, 
deal with them. If you think other- 
wise, the Regional Labor Board is 
ready to find the answer to the ques- 
tion for you. Go to them and ask 
for an official determination. There 
are 2] such Boards in the country; 
your local code authority can direct 
you. Each Board is made up of an 
equal number of employers and 
labor representatives, and usually 
one or more of the members are re- 
tailers, able to judge your case 
fairly. 

The Regional Labor Boards are 
impartial friends of both sides, an- 
xious to settle disputes amicably. 
You say the delegation is not repre- 

(Continued on page 58) 
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Hardware Stores Get First 
Four Awards in W. W. Cross 
& Co., Inc., Tack Window 


Display Contest Winners 


W W. CROSS & CO., INC., E. 
e Jaffrey, N. H., has announced 
winners in the recent window display 
contest for dealers handling Cross 
Sterilized Tacks. Hardware stores won 
the first four awards for their displays, 
three of which are shown here. Herlan- 
Patterson Hardware Co., Buffalo, N. Y.. 
receives the first award of $50 for its 
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Herlan-Patterson Hardware Co., Buffalo, 
New York, First Prize 


West Side Hardware Co., Evansville 
Ind., Second 


Stahl Hardware “Co, Buffalo, Mm 7. 
Third Prize 
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interesting display. Second award— 
$45—-was won by West Side Hardware 
Co., Evansville, Ind., and Stahl Hard- 
ware Co., Buffalo, N. Y., receives third 
prize—$35. The H. M. Sanders Co.. 
Boston, Mass., hardware dealers, will 
receive the fourth award—$25. Fifth 
and six awards—$20 and $15 respec- 
tively—go to Gaul Co., Sioux City, 
Iowa, and D. Sauer’s Department Store, 
Memphis, Tenn. 

The awards are based upon the deci- 
sion of the three judges: Charles J. 
Heale, editor, HARDWARE AGE; John W. 
Stephenson, editor, The Upholsterer, 
and M. E. Wyckoff, Eastern manager, 
Hardware World. 

Dealers were requested to tell about 
their experiences if Cross tacks actual- 
ly increased their sales on tacks, when 
submitting photographs of window dis- 
plays. 

It was not necessary to buy any mer- 
chandise, nor. were any fees charged in 
connection with the contest. 
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The Codes 


EGULARLY I receive reports 
Rites Washington giving the 

news behind the news. I study 
these reports carefully because just 
as far as possible I wish to be inielli- 
gently informed on what is happen- 
ing. Regularly, when I lay these re- 
ports down, I find myself in a mental 
fog. “These experts can’t be wrong,” 
I say to myself. “They are trained 
writers. They are on the ground. 
They must know what they are writ- 
ing about. And there must be some 
basis for their opinions.” But my 
ideas are so far away from the ideas 
they express that I might as well 
make up my alleged mind that I am 
all wrong. I am all out of step. I 
just can’t follow their line of rea- 
soning. 

My mind, backed by my long 
business experience, does not figure 
out things the way they figure them 
out. Let me, therefore, right at the 
start, admit that I must be all wrong, 
and what I am going to say is all 
wrong, but just the same I am going 
to say just what I think, and let the 
chips fly. I happen to be in the posi- 
tion of the Negro lifer who drove the 
warden’s car. He didn’t follow any 
traffic regulations. He went up one- 
way streets the wrong way. And 
when he was called to task for all 
this, he said: “Well, you can’t do 
nothin’ to me, I’m a lifer. 

* * * 

In a recent report from Washing- 
ton, the account is given of one hun- 
dred prominent business men who 
met in Washington. They laid out 
their plans for recovery and went to 
the White House to present them to 
the President. The President hap- 
pened to be busy, and could not see 
them, so their plans were left with 
one of the secretaries. That’s all 
right. Maybe the President was 
busy. It seems these hundred shin- 
ing lights should have made an 
engagement with the President be- 
fore taking their taxicabs to the 
White House. And maybe they did 
make an engagement and the Presi- 
dent was too busy to see them just 
the same. I don’t know. My Wash- 
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and the Sherman Law 


by SAUNDERS NORVELL 


ington correspondent didn’t put that 
in his letter. But it strikes me it was 
an important point, and it should 
not have been left out. 

In this Washington letter it is 
stated that this correspondent was 
very much impressed with the change 
in the mental attitude of these busi- 
ness men. He said, in listening to 
their deliberations, it was evident that 
a great change had come over them. 
They had developed a “social con- 
science,” and their minds were not 
fixed on profits. 

Please read the above seriously 
and carefully. Right here in the be- 
ginning, if this report is true, I break 
with the hundred leading business 
lights. My experience has been that 
profit in business is the basis of 
everything that is good in business. 
If you make a good profit in your 
business, if you earn some money 
over and above the actual needs of 
your family and business, then and 
not until then, can you develop a 
social conscience. If the business is 
unprofitable, if the men in that busi- 
ness are broke, if they can’t pay 
their debts, then they had better for- 
get all about a social conscience. To 
my mind a social conscience goes 
with a pocketbook with something in 
it that can back up that conscience. 
So just take that as my first reaction 
to the social conscience idea. 


Not Interested in Profits? 


Then this article from Washing- 
ton stated that these business men 
were not men of great wealth. They 
were not even the owners of their 
respective businesses. While they 
were Presidents, Vice Presidents, 
etc., they were in a sense just em- 
ployees. Back of them were owners, 
Boards of Directors and Executive 
Committees. These ‘men, said the 
article, were not so much interested 
in making profits as they were in 
sales and in the organization and 
mechanical handling of their various 
enterprises. Here I go off again at 
a tangent. If it is true that all of 
these executives have developed a 


social conscience, and were not in- 
terested in profits, then in my judg- 
ment the time has arrived to relieve 
one hundred prominent business men 
of their jobs. Allow them to go into 
settlement work or something of that 
kind, and put other men on the job 
who are interested in profits. 

Before the crash in 1929, I coined 
the expression “Profitless Prosper- 
ity” and wrote on that subject. In 
those days we were not making 
actual profits. We were making 
paper profits. Every day we chalked 
ourselves up so much richer on our 
books. It was a delightful occupa- 
tion. But the trouble is that these 
paper profits were not real profits 
and because the figures were not 
based on real profits, the crash came. 

Everybody is asking what was the 
cause of the depression. The wise 
financial editors write that there 
were so many factors that led to the 
depression that no one could actually 
give an answer. ‘This is all poppy- 
cock! The cause of the depression 
was lack of profits. As long as any 
concern or individual was earning 
more money than they spent, they 
never knew what a depression was. 
The depression began to eat into all 
of us when we found we were spend- 
ing more than we earned. In other 
words, our profits had disappeared, 
and ‘with the disappearance of prof- 
its, in walked the depression. So, 
taking this view of business, if what 
the correspondent in Washington 
had to say about these one hundred 
tycoons is true, according to my 
views they were all wrong—every 
one of them. 

Then there is all this talk in Wash- 
ington about taking the “profit in- 
centive” out of business. In my 
judgment if any man today has a 
business not making a profit, if in 
the future he cannot see any profits, 
the best thing for him to do is to 
dispose of his business. If there is 
to be no profit incentive, then the 
only incentive offered to the owner 
or manager of a business is the 
pleasure of spending his years work- 
ing for nothing, growing poorer and 
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poorer each year, and lowering his 
standard of living each year. I 
can’t see it. The social conscience, 
if that is all one is to develop out 
of a business, is a mirage, because, 
as I have stated above, without a 
profit back of the social conscience, 
the social conscience is an economic 
eunuch. a 

General Johnson in his articles 
about the code in the Saturday Eve- 
ning Post will tell why the codes 
have gone off on a side track. The 
General had one set of ideas, and 
now Donald Richberg seems to have 
another set. In the meantime, a Kil- 
kenny cat fight on prices has started 
in many industries, regardless of 
their codes. To me all of this is very 
sad. Nevertheless and notwithstand- 
ing, | have seen a great deal of good 
being accomplished by the codes. 
All the meetings of the business men 
and the Washington officials while 
tiresome and time consuming, were 
beneficial. From what I have heard 
and read about these meetings, I feel 
that many narrow-minded business 
men have developed a broader view. 
One clear-headed, experienced, well- 
posted business man in these meet- 
ings can teach a lot of morons a 
great deal. It is like throwing mud 
at a fence. While all of their teach- 
ings did not stick, some did! 

In my opinion, General Johnson 
was the right man for the job and 
while he naturally made some mis- 
takes, taken upon the whole he did 
a good job. Probably his articles in 
the Post may give us more light on 
the situation. I hope, however, that 
these articles will be along big, 
broad lines, and that personalities 
will be omitted. On the other hand, 
I feel that Richberg made a serious 
mistake when he wrote to the Satur- 
day Evening Post and warned them 
that he was prepared to bring suit 
for libel. For a public man to write 
anything like this in advance oj the 
publication of an article, strikes me 
as evidence of poor judgment. Rich- 
berg in his time has pounded other 
people. Isn’t he willing to take a 
little pounding himself? When a 
man takes public office, he must be 
prepared for criticism. By accept- 
ing criticism in the right spirit he 
proves whether he is a good sport 
or not. 

But the whole point in my mind 
is that the codes have accomplished 
a lot of good, and it will be a shame 
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for these codes to be broken down, 
and*all the hard work that has been 
done, lost. If not the codes, then 
what? 


*% * 


As stated above, I believe in prof- 
its. In business I believe that the 
making of a profit should be the first 
consideration. I don’t believe that 
business houses are eleemosynary in- 
stitutions. I have often noticed when 
heads of business houses start out 
as reformers or politicians, or be- 
come interested in settlement work 
and all that sort of thing, the busi- 
ness invariably suffers. The busi- 
nesses that have made the greatest 
successes have had men in charge 
who devoted, especially in the early 
stages, all of their time and energies 
to it. They did not indulge in side 
issues. They concentrated on ren- 
dering a service and making a profit. 


* * * 


The public interest is best served 
by business being done in an orderly 
manner. It is best served by busi- 
nesses being prosperous, giving em- 
ployment to and supporting owners, 
managers and employees in an ade- 
quate manner. 

The men who cannot compete on 
a fair basis, who must cut prices to 
sell their goods, are public enemies. 
Their work is destructive rather than 
constructive. They do not increase 
the amount of business, but rather 
destroy the legitimate reward in the 
business that exists. 

Among the Malays there are cer- 
tain individuals who from time to 
time run “amuck.” They start out 
on the warpath, and kill anyone who 
gets in their way. Such natives are 
usually temporarily insane. Natu- 
rally they are public enemies, and 
they are quickly imprisoned or 
killed. 

The price cutter in a community 
where business is being done in an 
orderly manner, in my judgment, is 
no different from these Malay natives 
running “amuck.” Often I have 
thought these price cutters just as 
insane as these wild men of Manda- 
lay. 

The Sherman law and the Clayton 
act have been two of the best illus- 
trations of bad thinking of any laws 
that have ever been passed in this 
country. These laws should be 
classed with prohibition legislation. 
In the first place, they are bad laws 
because they take it for granted that 


making an extra profit by under- 
standings in business is the worst 
thing that could happen to the coun- 
try. In my judgment it is not the 
worst thing. The worst thing that 
could happen is price cutting and 
the destruction of profits. The Sher- 
man law takes it for granted that 
monopolies are built up by reason 
of price agreements. In my judg- 
ment and from my experience, I am 
firmly of the opinion that the quick- 
est way to build up a monopoly is 
not by price fixing, but by price cut- 
ting. 

If today I had the necessary 
wealth, and decided to dominate a 
certain industry, and dominate it 
quickly, I would go at the job, not 
by fixing prices, which would give 
all of my competitors a chance to 
make a profit, but by selling goods 
so low that there would not be a 
profit for anyone. This would de- 
stroy my competitors, as it has de- 
stroyed thousands of merchants in 
the past, and would bring about a 
monopolistic condition in the short- 
est possible time. ; 

Again let me repeat that in my 
judgment the government has been 
all wrong in deciding that the fixing 
of reasonable prices is against the 
public interest, while the cutting of 
prices is a legal and healthy pastime 
in which to engage. Let us give 
some of the old countries in Europe 
credit for knowing something about 
maintaining themselves century after 
century. Notwithstanding all of 
their wars and the destruction caused 
by these wars, these countries have 
continued to exist. The great mis- 
takes of Europe have not been busi- 
ness mistakes. They have been po- 
litical and diplomatic errors. When 
one reads the history of Europe it is 
astounding how the merchants of 
those countries have continued to 
exist, carrying the burden on their 
shoulders of the insane persons who 
have been the heads of their govern- 
ments. 

In Europe there are no Sherman 
laws. There are no Clayton acts. To 
them such legislation is simply silly. 
They allow merchants to agree on 
prices. They encourage agreements 
on prices. But the government sits 
in on these agreements, keeps them 
in the open, and sees that the in- 
terests of the consumers are pro- 
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(Continued on page 59) 
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Recovery and Selling Problems 
Topics at West Virginia Meeting 


HE Housing Act and other 
topics dealing with recovery 


were the features of the twenty- 
ninth annual convention of the West 
Virginia Retail Hardware Associa- 
tion, held at the Hotel Windsor, 
Wheeling, Jan. 17 and 18. It was 
called to order by Vice-President 
Oscar V. Bowling of White Sulphur 
Springs in the enforced absence of 
President Virgil O. Hall of Clarks- 
burg. Hon. Fred. L. Fox, Tax Com- 
missioner of West Virginia, was the 
first speaker. His subject was “Taxa- 
tion,” and he dwelt upon the Limita- 
tion Amendment as applied to prop- 
erty valuation. He referred to the 
hardware business as one contribut- 
ing to employment and permanent 
betterment and values. New condi- 
tions are creating new standards of 
government each year, but the pres- 
ent principal expenditures are for 
schools and roads. To this has lately 
been added the burdens of social wel- 
fare. He traced the development of 
the State’s taxation problems and the 
various classifications, through to 
the adoption of the tax limitation 
amendment, which he referred to as 
revolutionary. It marks the change 
of the burdens of taxation on prop- 
erty to a system of tax levies on the 
daily and yearly turnover in busi- 
ness and service. Today property is 
bearing less than half the expense of 
government. 

The effect of the limitation amend- 
ment was, Mr. Fox said, as applied 
to valuations for 1933, to limit the 
amount that could be levied on all 
property in the state to about $25,- 
123,000, as compared with more than 
twice that amount in 1931. 

James G. Caffery, director for the 
Northern District of Ohio, was the next 
speaker. His talk was conceded to be 
the keynote of optimism for the new 
year. His belief in the better condi- 
tions for the future was based upon the 
National Housing Act. It was, he be- 
lieved from his own observation, the 
basis of all the recovery hopes of the 
years to come. It does not interfere 
with private capital and is self-liquidat- 
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0. V. BOWLING 


New President 


ing and does not increase the taxation. 
Real estate boards have come to realize 
that they can no longer sell real es- 
tate for speculation purposes solely. 
That idea has been worked too much 
in the past. It has killed the goose 
that laid the golden egg. It has made 
building for investment a losing game 
and rents are down as a result. Taxes 
are delinquent, and schools suffer as a 
result. In spite of this condition many 
people want and need homes for which 
they have no cash. Their savings are 
gone. 

The citizen can buy everything else 
on the installment plan—even to Eu- 
ropean tours. It is idle to say that the 
condition is due to labor costs, ma- 
terial costs and such things. The real 
reason is inadequate finances. Because 
of them many ,homes are becoming 
obsolete and out of repair. 

For these reasons we must have 
credit on the deferred payment plan. 
Even the man with credit and some 
money in the bank is timid or needs his 
cash for his business or reserve. The 
Act will enable all these classes to take 
care of the needed work before it is 
too late. They may now do it on a 
small monthly payment. 

The plan also facilitates the elimina- 
tion of the second mortgage evil, con- 
ceded to be the cause of many fictitious 
values, while permitting many fair in- 
stitutions to operate on a sound basis. 

One thousand nine hundred and 
thirty-five is tied up with the Housing 
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Retiring President 


Act and one cannot talk of one with- 
out the other. One-sixth of the entire 
population is dependent upon the build- 
ing industry. Eight hundred thousand 
homes are needed, suggesting furnish- 
ings to the extent of some $800,000,000. 

The speaker appealed for a unifica- 
tion of the various parts of the industry 
which are far apart. Uncle Sam has 
done an unprecedented advertising job 
for which he has not asked a cent. 
All the industry has to do is to tie in 
with it and do a creative selling job 
in each and every community. That 
means a complete job of planning and 
working, not simply passive waiting. 

Mr. Caffery pointed out that it is to- 
day possible to produce a home for 
two-thirds of the 1928 and 1929 selling 
price. If the industry will tie in with 
this great opportunity it can look for- 
ward to 1955 with absolute confidence. 
A very significant statement was that 
the President would not permit this 
plan to fail for want of cooperation of 
all factors. 

Thursday afternoon session was taken 
up by the addresses of H. A. Fitz- 
patrick, advertising manager of Peaslee- 
Gaulbert Paint & Varnish Co., Louis- 
ville, Ky., and Arthur Hood, of Johns 
Manville Co. Mr. Fitzpatrick dwelt 
upon the oft repeated necessity for 
cooperation in the hardware trade and 
reminded his hearers of the many 
changes that are today making coop- 
eration necessary. The title of his talk 

(Continued on page 62) 
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These pens are of the type recommended for the lettering alphabet shown and discussed in 
They are obtainable in almost any artists’ supply store 
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Tenth of a 
Series of Articles 
on Show Card 
Work 


HE hardware store merchan- 
diser does not aspire to become 
an expert finished show card 


writer, but what he really desires is 
comprehensive, fool - proof, modern 
instructions on how to make plain, 
legible, attractive show cards, thereby 
enhancing the general appearance of 
his shop, also deriving the full value 
from his show windows and cutting 
down the expense of buying these 
signs outside. 

With a set of speed pens and a 
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this article. 


bottle of India ink the average man 
can, without any artistic ability or 
“talent” soon learn to produce plain, 
original and attractive cards like 
those reproduced herewith if he will 
only practice a little every day 
closely following each detail given 
on the alphabet plate and in the writ- 
ten text. 

Until recently the field of the let- 
terhead pen has been a limited one. 
There are numerous lettering pens 
on the market today which were never 
heard of just a few ‘years ago. But 
the great demand for show cards 
prompted the invention of this re- 
markable little lettering tool called 
the “Speed Pen.” 

Almost anybody can learn to 
make the elementary strokes like 
those shown on the alphabet plate: 
First, four right and four left oblique 
strokes, four upright, four left and 
right crescent strokes, and four hori- 
zontal strokes. 

When the reader is 
enough to make these strokes free- 
hand he can, with a little more prac- 
tice, join them in the different angles 
forming the letters as shown. Re- 
member, all strokes should be made 
from left to right and from top guide 
line downward. Do not attempt to 
draw an upright stroke by “push- 
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ing” the pen upward. To form the 
basic part of the letter 
quires but two perpendicular or up- 
right strokes, and one horizontal 
cross stroke in the center. The short 
strokes at the top and bottom, Nos. 
4, 5,6 and 7, even off the strokes and 
complete the letter. The pen handle 
should be held in a natural position 
just as one would hold a common 
writing pen. Each pen point is 
equipped with a small reservoir 
which is attached to the pen and re- 
tains sufficient ink to write several 
words. After dipping pen in ink rest 
the bill of pen for an instant on the 
neck of bottle to prevent any ink 
from dropping on the card. 
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The pens are made with round or 
square “bills” and come in six dif- 
The round bill pens 


being the most popular of the two 


ferent sizes. 


styles and the easier of the two to 


BROWNS 
Fly 
Swatters 





operate. The beginner should re- 
member to keep the bill of pen flat 
on the surface at all times, when 
writing. 

A good way to practice the differ- 
ent elementary strokes as shown on 
plate is to first make about 8 left 
oblique lines about the width of pen 
stroke, then proceed to fill-in, by 
drawing the pen down through every 
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other ruled line. The ruled line will 
act as a guide to keep the stroke 
straight. For making the circular 
or crescent strokes draw 8 circles 
one within another, then proceed to 
fill in every other circle. Proceed 
to practice the upright and horizon- 


tal strokes the same way as the 
oblique strokes. If the beginner ex- 
periences great difficulty in keeping 
the lines straight by doing it free- 
hand he may use a ruler to guide the 
pen until he gets the knack of hold- 
ing the pen. 

The show cards reproduced here- 
with measure 14 x 11 in. which is 8 
in. shorter than a half-sheet. The 
card featuring 
done with numbers 2 and 6, round 
bill speed pens. The letters are 
grouped at the left and right of card. 
This is a very simple lay-out as it 
does not require an equal distance of 
lettering from the center of card. A 
pencil line is drawn about 2 in. from 
the outside edge of card at the left 
and right. The top group of letter- 
ing starts at the left line and the 
bottom group of lettering ends at the 
right pencil line. The price, 10 cents, 
was outlined with number 2 speed 
pen and may be filled-in with a 
small brush. 
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Continental Steel Prepares For 
Increased Farm Demand 


ESPITE the widespread drought 
last summer, the farm income for 
the year will exceed that for 1933 by 
at least a billion dollars. The most 
significant development in the agri- 
cultural situation, however, is that the 
farmer’s prospects for 1935 are brighter 
than in years. Current prices are not 
only the highest since 1930, but the 
carry-over of principal farm products 
is smaller than it has been in a num- 
ber of years. This condition always 
persages ascending prices. 

This improvement in the farm mar- 
ket has influenced the Continental Steel 
Corp., Kokomo, Ind., to prepare for 
better times. In commenting on these 
preparations, D. A. Williams, president 
of the corporation, says: “We con- 
fidently expect 1935 to be a_ better 
year. Last year showed improvement 
over previous years in many ways and 
we look for a continuation of this im- 
provement. We are interested in both 
rural and industrial fields; naturally 
the steadily improving conditions of 


the farmer as compared with last year, 
means a bigger and better farm mar- 
ket, and this we expect will be reflected 
in better business generally in 1935. 

“Of one thing we are positive; the 
farmer like all of us, has become a 
more discriminating buyer. Quality 
and value are looming large in his es- 
timation. Continental is definitely 
shaping its policies to meet this situa- 
tion. Our ‘Flame-Sealed’ fence is an 
example of our efforts in this direction. 
The farmer is rapidly becoming con- 
vinced that the added years of life 
built into fence is good economy for 
him. Our sheet mills are also keyed 
up to the production of quality prod- 
ucts, in galvanized roofing, galvanized 
sheets, etc. Our distributing facilities 
are being increased and we have just 
added new warehouse facilities at Mem- 
phis. Our sales force is being strength- 
ened all along the line and we are ready 
to adjust our production to the _ in- 
creased demands, which we feel sure 
1935 will produce.” 
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Western Association Supports 
Wholesaler-Retailer Distribution 


Oldest and Largest Hardware Trade Organization Holds Suc- 
cessful 46th Annual Convention with Official Registration 
About 1800. F. E. Millner Succeeds Claude Cave as Presi- 


HE forty-sixth annual convention 

of the Western Retail Implement 

and Hardware Association de- 
clared its support for the wholesaler- 
retailer plan of distribution, scored 
manufacturers selling direct to large 
consumers, such as industrials, farm 
operators, governmental bodies, etc., 
and opposed government’s competition 
with private business. Held in Kansas 
City, Mo., Jan. 15 to 17, 1935, this 
important trade meeting was well at- 
tended with spirited informative ses- 
sions at all times. Official registration 
was about 1800 with an estimated 500 
non-registering attendance during the 
three days. Codes and code adminis- 
tration work received considerable at- 
tention during the first session, with 
prevailing opinion indicating that codes 
provided the means for curbing un- 
ethical business practices if given a 
fair chance to perform. 

This is the oldest and largest trade 
organization in the hardware and im- 
plement field, with about 2000 members 
from Missouri, Oklahoma, Kansas and 
parts of Colorado, Nebraska and 
Wyoming. The veteran  secretary- 
treasurer, Herbert J. Hodge, Abilene, 
Kans., was one of the founders and 
has been its guiding hand for the en- 
tire 46 years of the association’s activ- 
ity. To him must go much of the credit 
for the success of the organization and 
its 46 annual conventions, each of which 
enjoys the record for surpassing pre- 
ceding meetings. President Claude 
Cave, Dodge City, Kans., presided dur- 
ing the convention. 

The resolution covering wholesaler- 
retailer distribution reads as follows: 
“This association endorses the position 
taken by Mr. Woodmansee in his ad- 
dress to the National Wholesale Hard- 
ware and American Hardware Manu- 
facturers’ Associations at Atlantic City 
in October, 1934, and commends his 
stand in behalf of the jobber-retailer 
method of distribution and his prac- 
tical method of supporting it.” The 
convention address referred to was 
published in full in the Oct. 25, 1934, 
issue of Harpware AcE, a few re- 
prints of which are available. Mr. 
Woodmansee is treasurer of Richards 
& Conover Hardware Co., Kansas City, 
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dent. 
Year in That Capacity. 


Mo., and president of the city’s Cham- 
ber of Commerce, which was banquet 
host to the convention on Wednesday 
night at the Pla-Mor Ballroom. There 
were nearly 2000 present at this big 
dinner followed by entertainment and 
dancing. 





CLAUDE CAVE 


Retiring President 


In his annual presidential message, 
Mr. Cave was somewhat critical in his 
appraisal of the New, Deal and cur- 
rent National Administration recovery 
efforts. Said he in part: “No doubt 
our National Administration is making 
an honest effort to assist agriculture, 
and we should cooperate so long as 
great good is accomplished. However, 
I can see no reason why one set of 
citizens, who have worked for, and 
saved money and invested that money 
in a legitimate business, should be dis- 
criminated against in favor of other 
citizens. I fail to see why a govern- 
ment of the people, by the people and 
for the people, should make such dis- 
tinction. Producers and consumers are 
always seeking the best markets in 
which. to both buy and sell. Such mar- 
kets will be available if and when we 
have active, keen and legitimate com- 
petition, free from governmental fa- 
voritism and supervision. 

“Business methods will succeed if 
economically sound, without having to 


Veteran Secretary Herbert J. Hodge Begins His 47th 


be coddled and nourished by the gov- 
ernment with tax money belonging to 
the public. The great implement man- 
ufacturing companies of this country 
invented, manufactured and marketed 
harvesting machinery to lighten the 
farmers’ labors. Through such efforts 
they revolutionized agriculture. They 
met all legitimate competition, paid 
good wages to their help, and thus 
benefited the farmer and labor, and 
made money for themselves. They did 
not need, nor get, governmental aid 
because they were operating on an 
economically sound basis. Most of the 
schemes hatched up by our self-styled 
economic and would-be business lead- 
ers, which require large amounts of 
public funds to support them, are not 
economically sound, and finally col- 
lapse after millions of dollars have 
been squandered. I am in favor, how- 
ever, of the Administration’s commend- 
able efforts to assist farmers and farm 
communities, by rendering financial aid 
where necessary, and at low interest 
rates, but, without discrimination. 1 
am not hostile to the extension of 
Governmental participation in business 
affairs, for the purpose of controlling 
or eliminating abuses, but I am op- 
posed to government in business and 
the stifling of legitimate competition 
in any form. I believe in active com- 
petition in the interest of the com- 
munity; and in the right of every 
American citizen to transact his own 
business, in his own way, so long as 
it is legitimate. We all should have 
the opportunity to make ourselves a 
living, but that without depriving our 
brothers of the like privilege. 

“It is true the world is changing. 
Our own Jimmie Goodman very forcibly 
illustrated that in his article entitled: 
‘The Handwriting on the Wall,’ which 
appeared in the Aug. 30 issue of 
Harpware Ace. If you haven’t read 
that article yet, you should get it. It 
points out to every implement and 
hardware dealer the necessity of keep- 
ing up with the times and of being 
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posted as to what is going on in the 
business world. He says: ‘Very seldom 
do things happen suddenly,’ and, ‘That 
we have plenty of warnings of the com- 
ing changes.’ What we should do is 
take heed of these warnings and pre- 
pare ourselves for these changes which 
come. Those who did this three years 
ago have had very little difficulty dur- 
ing this depression. The world has 
always been changing, since time im- 
memorial. Methods we used 10 years 
ago are old-fashioned and out-of-date 
now, and no doubt methods of today 
will be old-fashioned and out-of-date 10 
years from now. We must keep up 
with the times if we want to be suc- 
cessful. We are now in a period of 
extraordinary rapid change. Thus, we 
must modify our thinking and our ac- 
tions to fit these changes. Develop- 
ments and occurrences in human his- 
tory have in the past, required 
shiftings, thjs way and that, in the 
march of human progress. The present 
is no exception to the rule.” 

Making his annual report as secre- 
tary, Mr. Hodge reviewed the year’s 
work, the organization progress, its 
participation in code work and urged 
a further extension of the local club 
activity which has been very success- 
ful in the past. He said codes were 
not exactly what business men wanted 
in their final form, but these would 
have been worse were it not for the 
efforts of the Western and other as- 
sociations. He told of conferences 
with wholesalers and manufacturers 
(in both implement and _ hardware 
fields), intended to eliminate some un- 
fair competitive practices, primarily 
forms of direct selling to both farmers 
and general consumers and urged a 
further program to inspire implement 
factory advertising to include some 
recognition of the service dealer. 

David E. Darrah, executive manager, 
Retail Farm Equipment Code, told how 
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that code authority, unlike many others, 
had actually lived within its budget, 
saved money and made reasonable 
progress. Contrary to hearsay, he said, 
there is more favorable opinion toward 
codes and that compliance is greater 
than generally realized. Codes, he said, 
legalized the decent, profitable methods 
of doing business, which all intelligent 
business men had always favored. 

Declaring that agriculture is seeing 
the way out of its difficulties and is 
key to the entire recovery program, 
Fred Clausen, executive manager, Farm 
Equipment Manufacturers’ Code, said 
in part: “I believe that if all of the 
Federal aid that has been spread 
through other industries had _ been 
turned over to agriculture the de- 
pression would have been forgotten by 
this time. 

“Anyway, agriculture is on the up- 
grade now and the general recovery 
will follow it. Due partly to the gov- 
ernment’s aid and partly to an almost 
universal drought there is no surplus 
of farm products. Prices of farm com- 
modities have climbed. I do not be- 
lieve there will be a farm surplus this 
year and I look for good prices for 
farm commodities. That will solve 
the problem. We will be definitely out 
of the depression then.” 

At an evening session, Tuesday 
night, Evan Knudson, Goodland, Kans., 
spoke on the importance of keeping 
accurate business records. This was 
followed by the question box discussion 
and the showing of the anti-chain store 
motion picture film “Forward Amer- 
ica.” Judging from the discussion of 
this film the next day, opinion was well 
divided as to the desirability of spon- 
soring local exhibitions of it through- 
out the Western territory. 

Wednesday was Hardware Day. John 
Graber, FHA Deputy Regional Direc- 
tor, started the program with a review 
of the FHA, its scope, objectives and 


profits possibilities to the hardware 
trade. He furnished circulars and 
other data from headquarters and an- 
swered several questions relating to in- 
sured loans plan through FHA. He 
stressed the hardware store opportunity 
available to dealers who took advan- 
tage of this governmental aid. 

C. J. Whipple, president, Hibbard, 
Spencer, Bartlett & Co., Chicago, was 
the principal speaker. His subject was 
“Method Competition,” which he said 
was equally as important as price com- 
petition and often overlooked in the 
hectic consideration of price situa- 
tions. The text of his paper, prac- 
tically in full, appears on page 44 of 
this issue of HARDWARE ACE. 

Charles J. Heale, editor, HARDWARE 
Ace, spoke on the necessity of dealers 
becoming more sales minded; of the 
economics of concentrated buying; 
giving the burden of the buying job 
to wholesalers and promoting merchan- 
dise selling at relatively higher units 
of sale, such as major electrical appli- 
ances, bicycles, etc. He stressed the 
need of more advertising by hardware 
stores, particularly those endeavoring 
to meet competition, saying that ability 
to meet prices was of little use with- 
out some publicity effort which kept 
the public informed. Mr. Heale dis- 
couraged the uneconomic practice of 
collective buying by dealers, saying 
there were more failures in such ef- 
forts than successes, but urged more 
thought about cooperative merchandis- 
ing. He said collective buying did not 
eliminate but merely transferred the 
functions of wholesaling and that for 
the rank and file of the hardware busi- 
ness the wholesaler was a most im- 
portant economic necessity. He gave 
figures on the sales volume classifica- 
tions of hardware stores to prove his 
contentions. 

Thursday was Local Clubs Day, dur- 
ing which session the several local 
clubs within the Western paraded in 
units with banners, sitting by groups 
throughout the convention hall. From 
each club a spokesman told of club 
progress due largely to the splendid 
organization work carried on by Fred 
L. Taylor, Lyons, Kans., who conducted 
this session. 

At all sessions the Western Peer- 
less Quartette, composed of Clyde 
Bishop, Chanute; Sam  Zuercher, 
Wichita; Fred Taylor, Lyons, and 
Lynn Covert, Abilene (all in Kansas), 
performed in such fine style that the 
leading Kansas City broadcasting sta- 
tion insisted upon a radio program 
which also made a great hit. 

James F. Goodman, Kansas City and 
Tulsa, Okla., a director, was chairman 
of the resolutions committee. In ad- 
dition to those mentioned previously 

(Continued on page 62) 
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NCLE Sam has done an un- 
precedented job of advertis- 
ing for the building industry. 
and that industry is conceded to be 
the heart of the recovery problem. 
It remains for private enterprise to 
do its part by tying in with the FHA 
program of rebuilding, remodelling 
and repairing. One of the best 
plans for your advertising copy is 
to make people conscious of the 
great opportunity to modernize their 
homes on terms they can meet. Tell 
them the answers to the many ques- 
tions arising in their minds—Who 
may apply, to whom apply, how 
much apply for, how long may notes 
run, what security required, and in- 
formation of that sort may be se- 
cured from the local committee or 
from Washington. 
These ads will help you plan your 
own appeals. They are well planned 
and written. 
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Competition Was Chief Topic 
At Mountain States Meeting 


vention of the Mountain States 

Hardware and Implement As- 
sociation, held at the Hotel Cosmo- 
politan, Denver, Colo., Jan. 14, 15 
and 16, was notable for the study and 
discussion on competition. Old-tim- 
ers called the convention “the best 
in many years,” while attendance was 
well above 1934. 

E. J. Sinn, secretary-treasurer of 
Kibben Hardware Co., Sheridan, 
Wyo., was elected president; Walter 
C. Raabe, Albuquerque, was re- 
elected vice-president for New Mex- 
ico. W. S. Hill, Fort Collins, was 
made vice-president for Colorado, as 
well as the association representative 
on the Central Code Authority for 
the Retail Farm Equipment Trade. 
James E. Ward, Monte Vista, was 
elected to the Board of Directors, and 
S. I. Fredregill, Sterling, retiring di- 
rector, was returned to the hoard for 
another three years. Hold-over mem- 
bers are John B. Valentine, Boulder; 
Mark R. Schmidt, Grand Junction; 
Charles H. Hassinger, Las Animas, 
and J. H. Shroeder, Cheyenne, Wyo. 

A. De Bernardi, Jr., showed, by 
figures, that Denver hardware stores 
in 1933 spent in newspapers a total 
of $275.71, while department and drug 
stores of the city spent $14,487.48 for 
advertising space devoted to china, 
glassware, kitchen and household goods, 
radios and accessories, and miscel- 
laneous electrical goods. Inevitably, 
declared the speaker, the advertisers 
got the business. The logical way to 
meet the competition of department 
and drug stores was by cooperative ad- 
vertising. 

Herbert P. Sheets related price com- 
petition activities of the N. R. H. A., 
during the past year. “Consumers buy 
where they think they get the best 
values,” declared Mr. Sheets. “If re- 
tailers are to survive, they must have 
the prices to meet competition, and 
wholesalers must make those prices 
available. Just as sure as wholesalers 
do not make it possible for retailers 
to meet price competition, retailers will 
have to find the means through coop- 
erative buying or otherwise. Facts 
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E. J. SINN 
New President 


must be faced by the wholesaler as well 
as by the retailer.” 

“The Profit and Loss of NRA,” a 
general discussion, brought expressions 
from J. W. Valentine, Boulder; T. M. 
Harding, Canon City; J. M. French, 
Creede: Ned R. Brown, Burlington, 
and J. N. Jett, Springfield. There was 
little enthusiasm manifested for the 
retail code, while some speakers were 
frankly antagonistic. 

Senator A. B. Hirschfeld, of Denver, 
a member of the Colorado General As- 
sembly, attacked the proposed retail 
sales tax in a well-prepared address. 
George A. Flannigan, secretary of the 
Retail Merchants’ Bureau, Denver, 
showed the fallacy of proposed “re- 
placement” tax measures. The con- 
vention unanimously passed a resolu- 
tion of opposition to the sales tax. 

A. O. Eberhart, former governor of 
Minnesota, and a member of the speak- 
ing staff of FHA, expressed the belief 
in his address that America should 
average at least 300,000 new homes 
built during the next 10 years. He 
described the lending machinery of 
FHA. 

James Kelley, prominent Denver at- 
torney, was a guest speaker supplied 
by the H. I. P. Club. Introduced by 
Carl Litzenberger, he made a stunt talk 
in which well-known members of he 
association were cleverly lampooned. 

David E. Darrah, manager, Central 
Code Authority, Retail Farm Equip- 
ment Trade, in an address entitled: 
“Trade Suicide or Trade Self-Govern- 
ment,” pleaded for cooperative effort 
by the implement trade to develop out 


JOHN T. BARTLETT 


Secretary-Treasurer 


0. L. SCHUMANN 
Retiring President 


of NRA constructive results. 

The Hardware Resolutions Commit- 
tee, of which Walter Raabe, Albu- 
querque, N. M., was chairman, in one 
resolution called for governmental 
spending to be brought within the lim- 
its of current governmental revenues; 
in another, endorsed the Statement of 
Merchandise Policy adopted by the 
governors of the National Retail Hard- 
ware Association, and declared in re- 
lation to NRA— 

“It has been the experience of our 
membership that, on the whole, the 
operation of the various codes that af- 
fect our business has hindered rather 
than helped us in profitable operation. 
We regard with serious misgivings the 
government’s continuing encroachments 
upon private enterprise, and protest 
against any activity by government to 
compete with and jeopardize the use- 
fulness of competent and efficient pri- 
vate business. We believe the capa- 
bility and integrity of American busi- 
ness has been amply demonstrated in 
the history of our country, and we have 
full confidence in its ability to emerge 
from the present depression and again 
serve the public adequately and eco- 
nomically if not unduly hampered or 
unfairly opposed by government.” 
These resolutions were unanimously 
passed by the convention. 

General entertainment features in- 
cluded a reception and dance given to 
the H. I. P. Club by the association, 
and the annual H. I. P. Club banquet 
and entertainment for members of the 
association and their wives. Attendance 
at the latter was approximately 500, 
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an increase of 20 per cent over 1934. 
The Hardware and Implement Quar- 
tette (Jay Ferguson, W. S. Hill, James 
Turner and Duck Turner), which is 
becoming an association institution, 
opened each session with songs, many 
of which had special word arrange- 
ments. Ann Hoover, talented reader, 
contributed novelty features to the gen- 
eral sessions, while a ladies’ trio was 
heavily applauded. Presentation of a 
birthday cake to Secretary Bartlett was 
another feature. 

President O. L. Schumann was an 
able presiding officer and to his ef- 
forts in program preparation, much of 
the credit for the convention’s success 
is due. 

The subject of competition was ap- 
proached from four distinct sides. 
C. J. Whipple, president, Hibbard, 
Spencer, Bartlett & Co., Chicago, and 
immediate past-president of the Na- 
tional Hardware Association, presented 
the viewpoint of a progressive whole- 
sale hardware house with an address, 
first in the study, entitled: “Method 
Competition.” He was followed by 
E. B. Gallaher, treasurer, Clover Mfg. 
Co., and editor, Clover Business Ser- 
vice, Norwalk, Conn., who presented 
the analysis of a manufacturer and 
economist, in speaking on “Present 
Day Merchandising.” A. De Bernardi, 
Jr., of the Rocky Mountain News ad- 


vertising staff, gave a paper on co- 
operative advertising as a weapon of 
the independent merchant in competi- 
tion with syndicate stores. And, finally, 
Herbert P. Sheets, managing director, 
N. R. H. A., dealt with the competition 
problem from the standpoint of or- 
ganized hardware retailers. 

A summary of Mr. Whipple’s address 
appears on page 44 of this issue. 

It was E. B. Gallaher’s first appear- 
ance before a Mountain States conven- 
tion, and he was an instant favorite. 
Beginning his remarks with the state- 
ment that Mr. Whipple’s speech 
“couldn’t or wouldn’t have been writ- 
ten two or three years ago” by any job- 
ber, he went on to declare that meeting 
the competitive problem of hardware 
dealers was not the responsibility of 
one factor in the situation only. He 
also said that manufacturers could not 
be criticized for making better prices 
to syndicates which could talk in terms 
of large orders given for delivery over 
a considerable period of time. The 
system permitted economies. To com- 
pete, the wholesaler and retailer must 
buy in the same way. 

“A manufacturer can handle a chain 
order at about one-half the price of 
an order received through the usual 
dealer- jobber channels. Individual 
hardware retailers must concentrate 
their buying with single wholesalers, 


cut down their lines, and anticipate 
their requirements.” 

Mr. Gallaher made it very clear that, 
in his opinion, the salvation of the re- 
tail hardware trade consisted in the 
development of buying groups allied 
with individual jobbers. He told of 
various, such set-ups which had been 
recently introduced with outstanding 
success. He predicted that ultimately 
this distribution plan would become the 
prevailing system. 

J. N. Jett, Springfield, Colo., in the 
discussion which followed Mr. Gal- 
laher’s address, declared that in his 
section chain competition was not a 
serious problem, but jobbers selling 
direct to school districts and consumers 
were. He asked for Mr. Gallaher’s 
comment, which was prompt in coming. 
“Such selling by wholesalers was un- 
ethical, and in most cases was a prod- 
uct of the desperation of various whole- 
sale houses before the problem of de- 
creasing sales,” Mr. Gallaher declared. 
“On the other hand,” he said, “sales 
to industrial buyers were both eco- 
nomic and ethical. Such buyers in- 
sisted on wholesale purchase, and, de- 
manding, could obtain it.” 

The discussion on Mr. Whipple’s ad- 
dress was led by Ed. Repp, Greeley, 
Colo., while J. H. Schroeder, Cheyenne, 
Wyo., led the discussion on Mr. Gal- 


laher’s paper. 


Home Repair Appeal Builds Sales with 
Novel Tool Window 


§6°T OTS of things need fixin.’ How 

iv about some good tools?” 

That question, used as the 
slogan in a clever background illus- 
tration for a tool window of the 
Lowell-Moore Hardware Co., Fort 
Collins, Colo., attracted a great deal 
of favorable attention. In addition to 
producing a lot of immediate busi- 
ness, the display impressed local 
people with the size and variety of 
the tool stock in an unusually effec- 
tive manner. 

The background _ illustration 
showed a caricature of a farmer 
surveying a run-down house and out- 
buildings. 

Virtually every inch of space on 
the floor, back and sides of the win- 
dow was devoted to tools of all 
kinds. On the right side panel were 
numerous sizes and types of drills 
and screwdrivers. The left side 
panel featured calipers. Saws, ham- 
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mers, “braces, levels, squares and 
other items were arranged in an at- 
tractive array on the background. 


The floor space was given over to a 
general assortment of tools of almost 
every description. 














Method Competition 


Studies of price inequalities only scratches surface of 
competitive problem. Method rather than prices should 
be studied. Any properly set price is the sum of costs. 
Economically, prices can only be reduced when costs 


are reduced. 


By C. J. WHIPPLE 


President, Hibbard, Spencer, Bartlett 
& Co., Chicago 


N the last few months you have 
heard a great deal about price 


competition. Your local associa- 
tion and various other sectional asso- 
ciations have been active in bringing 
to the attention of your members and 
to the jobbers from whom they buy 
many items on which price inequalities 
seem to exist. I do not want to criti- 
cise that activity, but | maintain that 
it is only scratching the surface and 
that it does not get at the root of the 
real problem. Price competition in 
itself is not of serious importance if 
competing distributors follow the same 
method. I maintain that methods 
rather than prices should be studied. 

We have before us two channels of 
distribution—one from the manufac- 
turer to the jobber, to the independ- 
ently owned hardware store and then 
to the consumer. The other from the 
manufacturer to the syndicate store or 
mail order house and to the consumer. 
These are two distinct methods. The 
first follows strictly functional lines, 
and the second disregards these funce- 
tional lines. In addition, there is a 
channel of distribution that goes direct 
from the manufacturer to the retailer. 
eliminating the wholesaler. This type 
of selling does not extend to popular 
priced competitive merchandise. Ordi- 
narily, the manufacturer who distrib- 
utes in this way has a product requir- 
ing a technical knowledge and the price 
at which he sells the dealer must. of 
course, be great enough to reimburse 
him for this expensive method of 
selling. 

Any properly set price is the sum of 
costs. Economically, prices can only 
be reduced when costs are reduced. If 
one method eliminates costs that the 
~ *An address before the Western and 


Mountain States Conventions in January, 
1935. 
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other method includes. it seems certain 
to me that ultimately the cheaper 
method would prevail. dn the past, all 
similar problems have been solved by 
economic law, although we can tem- 
porarily and relatively, for short peri- 
ods of time, maintain artificial price 
levels. So I think it seems logical that 
instead of studying prices we should 
study methods and costs. What advan- 
tages does this other channel have. 
what costs are eliminated and what are 
the various good points that the other 
channel has that our channel has not? 


Opposed Methods 


To further complicate our problem 
as distributors (and by distributors | 
mean both wholesalers and retailers). 
we. are faced with two rather opposed 
methods of manufacturing and selling. 
The old-time hardware manufacturer. 
having been in business for many years. 
makes a full variety of the line which 


he manufactures. He carries a com- 
plete stock at his factory and, perhaps, 
has branch warehouse stocks at stra- 
tegic locations throughout the country. 
Although his distribution is largely 
through jobbers, he maintains salesmen 
at these various distributing centers 
and solicits the business of the depart- 
ment stores and large retailers. In 
some cases he has an extensive national 
advertising program. All of these costs 
are added into the price which he asks 
his jobbers to pay. In recent years 
this type of concern have been con- 
fronted with a new type of competitor 

a much smaller factory, a much more 
limited ‘ variety, no sales force—the 
head of this concern usually doing all 
of the selling by contacting large dis- 
tributors who place orders sufficiently 
far in advance of their needs so that 
it is not necessary for the manufactur- 
ers to carry any finished stock. He 
does no advertising, maintains no mis- 
sionary salesmen, and, as a result, can 
profitably sell on a basis as much as 
20 per cent to 30 per cent below that 
ot the first-mentioned manufacturer. 
There are many instances of this kind 
and, frankly, I can see no hope of a 
solution until the first-named manufac- 
turer is willing to allocate his costs on 
a very different basis. I do not think 
a distributor should be expected to pay 
for services that he does not want or 
use. When a manufacturer maintains 
a complete stock of manufactured 
products he has taken on to himself 
part of the function of wholesaling and 
he cannot do that without assuming 
some expense. There are three distinct 
jobs in getting goods from the maker 
to the user—manufacturing wholesal- 
ing and retailing, and when we attempt 
to mix any two of them, we inevitably 
get into trouble and expense. 

I think all good merchandising starts 
with the consumer. Syndicate stores 
have made a more careful study of 
what the consumer wants and the price 
the consumer is willing to pay. With 
our jobber-dealer system, as a rule, we 
have taken what the manufacturer of- 
fered us at a price line that, first of all, 
gave the manufacturer a profit. Our 
study shows that this other channel 
has vastly reduced the assortment and 

(Continued on page 64) 
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CONVENTION CALENDAR 


\mMERICAN Hardware Manufacturers Assn., 69th Semi-Annual 
Convention in conjunction with 45th Annual Convention of 
Southern Hardware Jobbers Assn., Miami Biltmore Hotel. 
Miami, Fla., April 8 to 11 inclusive, 1935. Secretary, 
Manufacturers Assn.: Chas. F. Rockwell, 342 Madison Ave., 
New York City. Secretary, Southern Jobbers Assn.: T. W. 
McAllister, Grant Bldg., Atlanta, Ga. 


CauiFoRNIA Retail Hardware and Implement Association 
Thirty-fourth Annual Convention and Exhibition, Hotel 
Whitcomb, San Francisco, Cal., Feb. 12 to 14 inclusive, 
1935. Le Roy Smith, manager-treasurer, 417 Market St., 
San Francisco, Cal. 


Connecticut Hardware Association Annual Convention, 
Hotel Taft, New Haven, Conn., Feb. 26 and 27, 1935. Chas. 
F. Freeman, secretary, Branford, Conn. 


ILuinoIs Retail Hardware Association Thirty-eighth Annual 
Convention and Exhibition, Armory, Peoria, Ill., Feb. 5 to 
7. 1935. Paul M. Mulliken, managing director, 1141 Mer- 
chandise Mart, Chicago, III. 


lowa Retail Hardware Association Thirty-seventh Annual 
Convention and Exhibition, Des Moines, Iowa, Feb. 12 to 
15 inclusive, 1935. Sessions: Hotel Savery. Exhibition: 
Coliseum. Philip R. Jacobson, secretary, Mason City, Iowa. 


MicuicaNn Retail Hardware Association Annual Convention 
and Exhibition, Grand Rapids, Mich., Feb. 12 to 15 in- 
clusive, 1935. Sessions: Hotel Pantlind. Exhibition: Civic 
Auditorium. Harold W. Bervig, secretary, 1112 Olds Tower 
Bldg., Lansing, Mich. : 


Missour! Retail Hardware Association and Mississippi Valley 
Farm Equipment Association Joint Annual Convention, 
Jefferson Hotel, St. Louis, Mo., Feb. 19 to 21 inclusive, 1935. 
F. X. Becherer, secretary, 5106 N. Broadway, St. Louis, Mo. 


Montana Implement and Hardware Association Twenty-sixth 
Annual Convention, Billings, Mont., Feb. 21 to 23 inclusive, 
1935. R. M. O’Hearn, secretary, Helena, Mont 


NesRASKA Retail Hardware Association Thirty-fourth Annual 
Convention and Exhibition, Hotel Fontenelle, Omaha, Neb., 
Feb. 5 to 7 inclusive, 1935. George H. Dietz, secretary, 
414 Little Bldg., Lincoln, Neb. 


New Encianp Hardware Dealers Association Forty-second 
Annual Convention and Exhibition, Hotel Statler, Boston, 
Mass., March 6 to 8 inclusive, 1935. Guy C. Small, secre- 
tary, 140 Federal St., Boston, Mass. 


New Encianp Houseware and Appliance Show, Horticultural 
Hall, Boston, Mass., Feb. 18 to 22 inclusive, 1935. L. A. 
Hinds, director, 90 Canal St., Boston Mass. 


New York State Retail Hardware Association Thirty-third 
Annual Convention and Exhibition, Hotel Statler, Buffalo. 
N. Y., Feb. 12 to 15 inclusive, 1935. John B. Foley, secre- 
tary, 510 Hills Bldg., Syracuse, N. Y. 
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New York Houseware Show, Pennsylvania Hotel, New York 
City, July 10 to 19 inclusive, 1935. Flo. English, secretary, 
Hotel Pennsylvania, New York, N. Y. 


Nortu Coast Hardware and Implement Association Annual 
Convention, Multnomah Hotel, Portland, Ore., Feb. 6 and 7, 
1935. Ray Cavanaugh, secretary, 1148 Pacific Ave., Ta- 
coma, Wash. 


Nort Dakota Retail Hardware Association Annual Con- 
vention and Exhibition, Community Memorial Bldg., Bis- 
marck, N. D., Feb. 5 to 7 inclusive, 1935. Louise J. 
Thompson, secretary, 21 Clifford Bldg., Grand Forks, N. D. 


Onto Hardware Association Forty-first Annual Convention 
and Exhibition, Columbus, Ohio, Feb. 19 to 22 inclusive, 
1935. Sessions: Deshler-Wallick Hotel. Exhibition: Memo- 
rial Hall. John B. Conklin, secretary, 175 S. High St.. 
Columbus, Ohio. 


Paciric NortHwest Hardware and Implement Association 
Annual Convention, Spokane, Wash., Jan. 29 and 30, 1935. 
W. H. Richardson, secretary, Harrington, Wash. 


PANHANDLE Hardware and Implement Association Annual 
Convention, Amarillo Hotel, Amarillo, Tex., Feb. 4 and 5 
inclusive, 1935. C. L. Thompson, secretary, Canyon, Tex. 


PENNSYLVANIA and Atlantic Seaboard Hardware Association 
Annual Convention and Exhibition, William Penn Hotel, 
Pittsburgh, Pa., Feb. 26 to March 1 inclusive, 1935. Glenn 
Pearce, managing director, 400 N. Broad St., Philadelphia. 


SOUTHEASTERN Retail Hardware and Implement Association 
Twenty-first Annual Convention and Exhibition, City Audi- 
torium, Atlanta, Ga., May 7 to 11 inclusive, 1935. H. M. 
Simmons, secretary, 317 Ten Forsyth Street Bldg., Atlanta. 


SouTHERN Ca.irorniA Retail Hardware Association Annual 
Convention and Exhibition, Shrine Civic Auditorium, Los 
Angeles, Cal., Feb. 18 to 20 inclusive, 1935. J. V. Guil- 
foyle, secretary, 1122 Pacific National Bldg., Los Angeles. 


THe Harpware Association of the Carolinas Annual Conven- 
tion, Hotel Charlotte, Charlotte, N. C., June 11 to 13, inclu- 
sive, 1935. Arthur R. Craig, secretary, 803 Commercial 
Bank Bldg., Charlotte, N. C. 


Tue Retamw Hardware Association of Alabama Annual Con- 
vention, Gay-Teague Hotel, Montgomery, Ala., May 14 and 
15, 1935. J. H. Crowe, secretary. 410 N. 21st St., Birming- 
ham, Ala. 


VirciniA Retail Hardware Association Annual Convention. 
Monticello Hotel, Charlottesville, Va., Feb. 19 and 20, 1935. 
Thomas B. Howell, secretary, 602 E. Broad St., Rich- 


mond, Va. 


Wisconsin Retail Hardware Association Thirty-ninth Annual 
Convention and Exhibition, Auditorium, Milwaukee, Wis., 
Feb. 5 to 8 inclusive, 1935. H. A. Lewis, executive secre- 
tary, Stevens Point, Wis. George W. Korneley, exhibit 
manager, 3374 N. Green Bay Ave., Milwaukee, Wis. 
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Burdware Age Arranges Boat Trip 


to Miami Convention, April 8-]] | made general sales manager of 


Sailing from New York, k, Wed., April 3, at 12 noon, * 


arriving Miami, Sat., April 6, SS. Iroquois available. 
Special convention round trip rate $60, including 


rooms and meals. 

A large number of hardware 
men attending the annual joint 
convention of the Southern Hard- 
and 


ware Jobbers’ 
Hardware Manufacturers’ Asso- 
ciations at Miami, Fla., April 8 


to 11, 1935, will arrive on board 
the SS Iroquois when she docks 
at Miami, Sat., April 6. Sailing | 
from New York, Wed., April 13, 
at 12 noon, this flagship of the 
Clyde-Mallory Lines is available 
for the hardware delegates. 
HarpwareE AcE has sponsored 
this cool ocean route to the Mi- 
ami convention, in the desire to 
make the trip to and from the 


O 


Large hardware crowd expected. 





F. Rockwell, 
of the Man- 


convention, Chas. 
secretary-treasurer 


| ufacturers association, makes the 


convention as pleasant and inter- | 
esting as the convention itself | 


promises to be. Inspired by the 
success of the HARDWARE 


AGE | 


Special, a no-change train to the | 
Atlantic City convention last Oc- | 


tober, several 
urged this publication to arrange 
the boat trip which plan is now 
under full sway. A special con- 
vention round trip rate of $60 is 
available, which includes 
room and meals. Superior ac- 
commodations are slightly higher 
according to tastes, size and lo- 
cation. 

Arriving the Saturday prior to 
the official opening of the con- 
vention, the sea-going delegates 
will have the full week-end for 
fishing, golf, swimming, tennis 
or the other numerous diversions 
for which Miami is justly fa- 
mous. Headquarters are at the 
Miami-Biltmore Hotel with full 
golf privileges there and with 


Plaza Hotel 


cilities. 


and its beach fa- 

Return sailings from Miami 
are scheduled every Saturday 
and Tuesday, arriving New York 
Tuesdays and Fridays at 7 a. m. 
The special convention rate 
round trip ticket is good for 
thirty days, should delegates 
wish to spend additional time in 


Florida. 


In a recent bulletin on 
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manufacturers | 


state- | 


American | following important comments: 


“There are definite reasons for 
the expectation that the Miami 
Convention of Hardware Manu- 


| facturers and Wholesalers will | have not been to Miami will | 











This fact alone is sufficient in- 
céntive to insure a large attend- 
ance of members of the Ameri- 


can Hardware Manufacturers’ 
Association. Undoubtedly there 
are other manufacturers who 


would desire to enjoy the privi- 
leges of the Convention, and to 
such a most cordial invitation 
to immediate membership is ex- 
tended. 

“Those of our members who 


The S.S. Iroquois upon which Harpware AGE sponsored trip will be made. 


be the most largely attended and | 


individually profitable ever held 
in the South, not excepting the 
outstandingly successful Hot 
Springs Convention of last April. 


and will 
Reports 


territory has been, is, 
continue to be good. 


| from the fourteen states covered 





the | greater 


by the Southern Hardware Job- 
bers Association conservatively 
indicate an average increase of 


equal privileges at the Romey- | from 15 to 20 per cent in 1934 


sales over the year preceding, 
and there is obvious justification 
for belief that these satisfactory 
conditions will continue. 
“Wholesalers generally are 
welcoming this opportunity for 
intimate contact among them- 
selves and with their sources of 
supply, and from assurances al- 
ready in hand, the Secretary of 
the Southern Association pre- 
dicts Jobber attendance even 
than at Hot Springs. 


want, to take advantage of this 
low-cost opportunity to combine 
business with pleasure and visit 
this wonderful resort section, 


| while those who have visited Mi- 
General business in the Southern | 





ami are anxious to return. Flor- 
ida weather is ideal in early 
April. To enjoy the manifold 
attractions of this Vacation Par- 
adise, many are planning to ar- 
rive at the Miami Biltmore on 
the Saturday preceding the Con- 
vention and to remain after ad- 
journment. Sports, bathing, mo- 
toring, coating and fishing—all 
have their lure.” 

Delegates wishing to make 
side-trip to Havana, Cuba, will 
find convenient plans for rail- 
water and all water routes cost- 
ing $24 round trip either way. 

Reservations for SS Iroquois 
should be made promptly by ad- 
dressing Clyde-Mallory Lines, 
Pier 34, North River, New York 


SHAW MANAGES SALES 
FOR LOCKWOOD MFG. 


Duncan Shaw was _ recently 


| Lockwood Hardware Mfg. Co.. 





DUNCAN SHAW 


Fitchburg, Mass. Mr. Shaw, who 
is well known to the trade, was 
general sales manager of P. & F. 
Corbin, New Britain, Conn., for 
nine years. 


BLASER AGAIN HEADS 
EAGLE HARDWARE 


J. C. Blaser was recently re- 
elected president of the Eagle 
Hardware Stores, Cleveland, 
Ohio. Al Gould is vice-president, 
George Eisenberg is treasurer 
and Louis Manthey is secretary. 
Trustees are: Sylvester Betz, 
Robert Bubna, Horace Dunn, 
Harry Kozman, L. W. Maurer. 
Joseph Millen, John Novak, F. J. 
Pekoc, W. E. Sigworth, F. J. 
Vyhnal and James Yusko. 

There were three hundred and 
ten present at the group’s recent 
annual banquet held at the Hotel 
Hollenden. Frank W. Koral, at- 
torney for the State Tax Commis- 
sion in that district, spoke on the 
sales tax. 





City, or that company at 1114 
Lincoln Liberty Bldg., Philadel- 
phia, or 50 Franklin St., Boston, 
Mass. All regular steamship and 
travel agencies are also in posi- 
tion to handle reservations, or 
furnish specific data as required. 
Mention the Miami hardware 
convention trip as planned by 
Harpware AcE when making 





reservations or seeking data. 


HARDWARE AGE 














{RE 


10 


ae) 





AGE-WHILE IT’S NEWS 


THE TRADE 








Executive Changes, Meet- 
ings, Current Events in 
the Hardware Trade 














JANUARY 31, 1935 











HOUSEFURNISHING SHOW | 


BREAKS PAST RECORDS 


The eighth annual exhibit of | 


the National House Furnishing 
Manufacturers Association at the 
Stevens Hotel, Chicago, Ill., Jan- 
uary 6 to 12 bettered the attend- 
ance record for each of the six 


days by an average of more than | 
50 per cent over last year’s pre- | 


vious record. Buying was active 





WARREN EDWARDS 


at the exhibit, which included 
many new and improved lines. 
The social program included the 
annual banquet of the National 
House Furnishing Buyers Club 
and the National House Furnish- 


ing Manufacturers Association, | 
the annual stag dinner and enter- | 


tainment under auspices of the 
Housewares Club of Chicago, 
sponsored by the Manufacturers 
association. For the ladies there 
was a musical program and card 
party the afternoon of January 8. 

Officers of the Manufacturers 
Association are: President, H. H. 
Kimball, Landers, Frary & Clark, 
New Britain, Conn.; vice presi- 
dent, E. J. Tate, Master Metal 
Products, Inc., Buffalo, N. Y.; 
treasurer, W. H. Doherty, Queen 
Mfg. Co., Chicago; and secre- 
tary, Warren Edwards, 228 N. 
La Salle St., Chicago. 

C. S. Maginnis, The Fair, Chi- 
cago, was elected president of 
the National House Furnishing 
Buyers Club. Vice _ presidents 
are: H. R. Tyler, Frank Warren, 
Julius Hertberg, Robert Johns, 
C. W. Ames and W. E. Maxe. 
Louis Zinnegrabe, The Fair, Chi- 
cago, is secretary-treasurer of the 
club, and Warren Edwards is 
corresponding secretary. 
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HARPER NOW V.P. AND SALES MANAGER 


OF AMERICAN SHEET & TIN PLATE CO. 


~ 





F. C. Harper, formerly secre-< 
tary-treasurer, American Sheet & | 
Tin Plate Co., Pittsburgh, Pa., 
has succeeded J. I. Andrews who 
recently retired as vice-president 
and general manager of sales. He 
joined the company in February, | 
1909, and in 1931 became secre- 
tary-treasurer. Prior to his as- 
sociation with American Sheet & | 
Tin Plate Co. he had been as- 
sistant cashier in a Pittsburgh | 
banking institution. Mr. Andrews 
had been with the company since 
its organization in 1904 and ex- 
cept for a few years in the meat 
packing industry had been in the 
steel industry since 1899, when 
he entered the employ of the II- | 








F. C. HARPER 


linois Steel Co. For three years 
he served the Illinois Steel Co., 
first in the general offices and 
later at its Union and South Chi- 
cago works. In October, 1905, 
he was named assistant general 
manager of sales of the com- 
bined organizations of the Amer- 
ican Sheet Steel Co. and Amer- 
ican Sheet & Tin Plate Co. 
which were merged into the | 





| Ohio. 
eral manager of sales in 1909, 
becoming general manager of 


present organization that year. 
Fred M. Fuller, general man- 
ager of sales for the past year, 
has been named assistant to the 
president. He has been in the 
steel industry for more than 40 
years having begun with the Fal- 
con Tin Plate & Sheet Co., Niles, 
He became assistant gen- 


sales in January, 1934. 

Percy Cooke, formerly assis- 
tant secretary-assistant treasurer, 
has been elected secretary and 
assistant treasurer. He has been 


with the company for 30 years. | 
secretary- 


He became assistant 





F. M. FULLER 


assistant treasurer in 1931. L. K. 


Hitchings, for the past 11 years 
with the company’s treasury de- 
partment, has been named assis- 
tant treasurer with headquarters 
at Pittsburgh. M. L. Gardner, 
who has been assistant for the 
past three years, has been elect- 
ed treasurer. His entire career 
has been devoted to the company 


in the financial department. 





FRIGIDAIRE PROGRAM | 
FEATURES JACK PEARL | 
Frigidaire Corp., Dayton, O., 
will sponsor Jack Pearl, radio, | 
stage and screen star, in a series 





11. New products and merchan- 
dising plans were discussed. It 
was reported at the meeting that 
sales are steadily improving. 


of programs over the Columbia | REORGANIZE DROP FORGE 


network starting Feb. 13. 





WOOSTER BRUSH CO. 
SALESMEN CONVENE 
A meeting of the entire sales 
force of The Wooster Brush Co., 
Wooster, Ohio, was held at the 
company’s offices January 10 and 


Ohio, 


FIRM IN FREMONT, OHIO 


The Herbrand Co., Fremont, 
manufacturers of drop 
forge products, has been reorgan- 
ized as the Herbrand Corp. 
Principals of the new firm are 
Richard S. Cole, Milton Knight 
and Thomas E. Butler. 





GREGG DIRECTS SALES 
AS U. S. STEEL V.-PRES. 


Robert Gregg, since October, 
| 1933, president Tennessee Coal, 
| Tron & Railroad Co., has been 
| elected vice president in charge 
|of sales of the United States 
Steel Corp., succeeding Charles 
L. Wood, who has retired be- 
cause of poor health. Mr. Gregg 
began his business career in 1907 





ROBERT GREGG 


with Atlanta Steel Co., remain- 
ing with that company and its 
successor Atlantic Steel Co. until 
1932 when he joined Tennessee 
Coal, Iron & Railroad as vice 
president. 


TO HOLD BETTER HOMES 
EXHIBIT IN CHICAGO 


Residents in every community 
in Chicago will be given an op- 
portunity to see the latest and 
best in building materials and 
supplies and home equipment 
and furnishings at the Chicago 
Better Homes Exhibit to be con- 
ducted in the Straus Bldg., 
Michigan Ave. and Jackson 
Blvd., from March 15 to May 15. 
| Howard J. White, Room 348, 111 
| W. Washington St., Chicago, is 
chairman of the Chicago Com- 
mittee, which is representing the 
Federal Housing Administration. 





The committee has announced 
that there is more than 20,000 
square feet of space ia the 
Straus Bldg., on the ground floor, 
with most of the space available 
for displays. Admission to the 
exhibit will be free to the public 
and 20 groups have been formed 
to promote interest in the ex- 
hibit. 
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Combination of National Retail and Wholesale 


Code Authorities Urged by NRA 


Outgrowth of Study Under Way for Several Months. 
Code Authorities Over Country Consulted. 


Objective Economic Operation and 
Improved Efficiency 


(Washington 


Combination of the various na- “ 


tional retail and wholesale code 
authorities in the distribution 
field in various areas thronchout 
the country is being urged by the 
National Recovery Administra- 
tion. Plans for the consolida- 
tions were outlined to 34 retail 
and wholesale code authorities on 
Jan. 10 by Divisional Adminis- 
trator H. C. Carr. The objective 
is economic operation and im- 
proved efficiency. Among code 
authorities represented at the 
meeting were those for the re- 
tail trade, which includes hard- 
ware along with other lines and 
the wholesale hardware trade. 

The proposed consolidation is 
the outgrowth of a study under 
way for several months by NRA 
in the course of which local code 
authorities all over the country 
were contacted. The upshot was 
that NRA reached the conclu- 
sion that the idea of consolidat- 
ing the code authorities should 
be adopted. Mr. Carr made it 
clear that the work being done 
is experimental in character and 
that the policies must and will 
be changed from time to time 
to meet either changing condi- 
tions or as the result of experi- 
ence and consequently — better 
knowledge of how to tackle the 
particular questions involved. 

The plan was presented pre- 
viously, on Jan. 8, to wholesale 
code authorities. Mr. Carr said 
that NRA feels that proper ad- 
ministration of the codes can not 
be accomplished from the office 
of the National Code Authority. 
This was said to be more essen- 
tially true with the distribution 
trades than with the manufac- 
turing trades. He pointed out 
that in certain places the men 
forming the various local code 
authorities some time ago de- 
cided the sensible thing for them 
to do was to combine activities | 
of those several code authorities. 
The degree of combination has 
varied, depending upon the con- 
ditions in each place where this | 
has been done. 

In some places, it was pointed 
out, the code authorities have 
combined to have a common sec- 
retary and a common office, and 
in other places they have gone 
even further. But everything | 
they have done, he stated, has | 
been along the line of common | 
sense, economical operation and, | 
with concerted effort, efficiency. 
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of Hardware Age) 

“We urge that coo>eration at 
least be reflected in a common 
ofice awl common secretary.” 
Mr. Carr told the code authori- 
“Where and as you can go 


suggest you do so, 


ties. 
further, we 
and we are thinking along the 
lines of having a single local 
code authority to be made up 
of one representative from each 
code trade. There is nothing 
fixed about this and I again want 
to repeat that this whole con- 
ception is in a fluid state.” 

Mr. Carr expressed the view 
that the contact between the na- 
tional code authorities and the 
local code authorit‘es and the 
degree of 
been close enough. He empha- 
sized the fact that NRA does not 
want to lose sight of its rresent 
policy of handling all niatters on 
a given code through its national! 
code authority and is often 
brought in contact with some of 
the more important local code 
authorities. But in order to aid 
both the code authorities and the 
administration it was proposed 
that the administration 
administration members of local 
code authorities in certain met- 
ropolitan centers to begin. 


apnoint 


“For instance, where we have 
at the present time administra- 
tive offices in Chicago, New York 
and one or two other places. w* 
will very shortly allocate admin- 
istration members to those cities 
and appoint them as our repre- 
sentatives on the local code au- 
thorities at those places,” Mr. 
Carr explained. 
bility, we will shortly have such 
an administrative office in Cali- 
fornia and one in New England, 
and will follow the same proce- 
dure there. 
amount of help and consequently 
administrative work that these 
men can do will be dependent 
upon a number of factors, but 
one of these will be, of course, 
the cooperation of the local code 
authorities. We, for 


of men and will have to see to it 
that they are kept properly ad- 
vised and controlled. Their ef- 
forts will be toward assistance in 
better administration of the 
codes. As we learn the extent 
to which they can be of use, we 
propose to establish further ad- 
ministration offices in other 
places.” 


cooperttios has not | 


“In all proba- | 


Assurance was given that NRA 
is not contemplating any loss of 
identity by the national code au- 
thorities, nor, in fact, of identi- 
ties by the local code authorities 
unless the code authorities them- 
selves feel either generally or in 
certain places “that this is good 
business for you.” 

“In laying the plan of consoli- 
dation before the meeting for 


consideration by the code author- | 
ities, Mr. Carr told them NRA | 
is preparing data to enable them | 


to work toward this end. 
part of the data will be a series 
of maps which will be given to 
each national code authority and 
which will be available in sev- 
eral weeks, dividing the country 
into what has been found to be 
the existing normal trade areas. 
The number, Mr. Carr said he 
thought, is about 640. The maps 
will show them and also show 
the city which 
center of each particular area. 


One | 


is the trading | 


The maps will be for the pur- | 


pose of establishing local code 


authorities only in thoes cities | 


which the maps will show as the 
trading centers in those areas 


where jurisdiction will be es- | 


tablished. 
thority may, at the discretion of 
the code authorities, have juris- 
diction over more than one trad- 
ing area and in the codes where 
only 200 or 300, or less, code 
authorities are necessary. The 


code authorities also will be sup- 


plied with a list of each city or 
town in the country where there 
are local code authorities at pres- 
ent established and under each 
city will be shown a list of local 
code authorities which are in the 
city with their address. 
reference will be for the purpose 
of enabling local code authori- 
ties in any given city to contact 


| one and another and arrange to 


The question of the | 
| order, 


our part, | 
will have to send the right sort | 


get together along the lines pro- 
posed. 

Mr. Carr also 
NRA is working on a permissive 
to be issued soon, estab- 
lishing a set-up to all code au- 
thorities in the distribution field, 
under which they will be al- 
lowed and authorized to handle 
and settle their own labor com- 


disclosed 


This | 


| floor space at 150 Broadway, now 


Any local code au- | 


PAUL J. POLKE JOINS 
BELCHER & LOOMIS 


Paul J. Polke, who for the past 
Il years has supervised purchas- 
ing and merchandising for sev- 
eral departments of the Masback 
Hardware @o., New York City, 
has resigned, and, effective Feb. 
1, will become associated with 
the Belcher & Loomis Hardware 
Co., Providence, R. I. 





PAUL J. POLKE 


Before becoming affiliated with 
the Masback Hardware Co., Mr. 
Polke had extensive experience in 
the hardware divisions of Mont- 
gomery, Ward & Co., Chicago, 
and Butler Bros., in both the 
Chicago and New York offices. 

During the 14 years Mr. Polke 
has been associated with the 
metropolitan hardware industry, 
he has made a host of friends 
who will regret to learn of his 
departure, but who will wish him 
well in his new position. 


ARTHUR H. BROWN, INC., 


| OCCUPIES LARGER SPACE 


| bridge, 


Arthur H. Brown, Inc., Cam- 
Mass., manufacturers’ 
agent, has again added to its 


having 15,000 square feet with 
siding, offices, show rooms, etc. 
The organization which has been 
forced to increase the space oc- 
cupied by its offices and show 


| rooms, four times in the past 


that | 


plaints, subject to certain provi- | 


sions which have been carefully | 


worked out. It will give the 
code authorities the right to pass 
upon the quality of administra- 
tive ability they have chosen. 
Mr. Carr pointed out that it 
has not been felt wise to grant 
to the code authorities the right 
to handle the question of labor 
complaints themselves, unless the 
administration felt that their rec- 





four years, was recently incor- 
porated. 





ord and facilities were such as to 
justify it. He said he felt that 
the labor complaints can, in al- 
most all cases, be disposed of 
equitably and expeditiously to 
better advantages by those inter- 
ested, who are on the _ spot. 
Speed, he declared, is almost as 
essential as equity. Those code 
authorities electing to come in 
under the scheme, it was stated, 
for handling labor complaints 
would find themselves immedi- 
ately on this particular question 
working hand in hand and per- 
haps sitting around the table to- 
gether on each individual case. 
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F. R. PFEIFER HONORED 
BY HARDWARE SQ. CLUB 


Frederick R. Pfeifer, The Pay- 
son Mfg. Co. was the guest of 
honor at the January 15 meeting 
of the Hardware Square Club 
held at the Masonic Temple, W. 
23 St., New York City, and des- 
ignated as Fred Pfeifer Night. 
There were more than sixty mem- 
bers and guests to honor Mr. 
Pfeifer, a trustee of the club for 
the past six years and its first 
president. On behalf of the or- 
ganization President Fred Scholl 
presented the honored guest with 
a gold watch and chain. The 
meeting concluded with refresh- 
ments and bridge games. 

Prior to the meeting Mr. Pfei- 
fer was the guest at dinner of 
about twenty hardware men at 
the George Washington Hotel. 
ZERKEL NAMED EXAMINER 

FOR OHIO SALES TAX 


Herbert Zerkel, Zerkel Broth- 
ers Hardware Co., Troy, Ohio, 
has been appointed examiner for 
Miami County, by the state tax 
commission under the new state 
sales tax. Mr. Zerkel’s duties 
will consist largely of inspection 


Hardware Age Extends Time Limit 
In Homeworkshop Window Display Contest 


In response to many requests 
from dealers who wish to par- 
ticipate in the event, HARDWARE 
AGE has extended the time limit 
from Feb. 1 to April 1, in its 
window display contest for 


homeworkshop tools and projects | 


Merchants who asked 
for the extension of time re- 
ported difficulty in obtaining 
stock in sufficient quantity to ar- 
range displays that would remain 
complete long enough to permit 
the photegrapher to obtain a pic- 
ture. As sixty additional days 


or both. 


determine whether provisions of 
the law are being complied with 
and whether the law is being 


properly administered. 


SIMMONS SALESMEN HEAR 
MERCHANDISING PLANS 


One hundred and fifty repre- 
sentatives attended the annual 


| sales convention of the Simmons 


Hardware Co., St. Louis, Mo., re- 


| cently held at the company’s of- 


work checking with dealers to | 





fices. The convention, which 


This illustration originally appeared in the Dec. 28th edition 


of the New York American. 


Its hardware interest accrues 


from the fact that the picture was photographed through a 30 
x 32 inch sheet of Libbey-Owens, grade B, flat drawn window 
glass obtained from a Baldwin, L. I., N. Y., hardware dealer. 
The frosted effect was provided by an epsom salts solution, and 
the photographer credited the clarity of the glass with the 
sharpness and fine detail shown in the picture. 
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are provided by the extension, it 
is believed that every hardware 
merchant who wishes to enter 
the contest will have ample op- 
portunity. 

Although the prizes to be 
awarded will not provide the 
winners with any great sums of 
money, they do provide rather 
attractive incentives. The 
test is being sponsored solely as 
a means of stimulating the flow 
of handicraft business through 
regular hardware channels; to 
encourage hardware dealers to 


con- 


lasted three days, was devoted 
almost entirely to an analytical 
study of the company’s products 
and merchandising plans for 
1935. 

The conference closed with a 
banquet at the Statler Hotel, at- 
tended by all members of the 
sales and house organization. 


GENERAL ELECTRIC 
MAKES PERSONNEL 
CHANGES 
Several personnel changes in 
the specialty appliance sales de- 


partment of the General Electric | 


Nela Park, Cleveland, O., 


Co., 


| have been announced by P. B. 


Zimmerman, department man- 
ager. A. M. Sweeney has been 


appointed chairman of the newly | 
created works management com- | 


mittees, electric refrigeration de- 
partment, for both the Schenec- 
tady and Erie plants of the com- 
pany. He continues as sales man- 
ager of the department with 
headquarters at Nela Park. R. C. 
Cameron, who has had charge ot 
department store sales activities 
since affiliating with the com- 
pany three years ago, has been 
appointed assistant sales man- 
ager. He continues to have 
charge of the department store 
division. 

W. D. 
A. L..Scaife as manager of the 
specialty appliance sales depart- 
ment’s retail division in charge 
of sales training. Mr. Galpin 
was for a number of years with 
the International General Elec- 
tric Co. in South Africa. Recently 
he has been with the Bridgeport 
headquarters staff. 

W. E. Landmasser, manager of 
G. E.’s commercial division since 
its organization in 1928 is now 
chairman of the newly created 
works management committee, 
electric refrigeration department 


Galpin has succeeded 


for the company’s Fort Wayne | 


plant. He continues to make his 


| headquarters in Cleveland. 


think about the homeworkshop 
market, and to partially com- 
| pensate some of the best display 
managers for producing displays 
that are worthy of being emu- 
lated by others who may not be 
as familiar with effective display 
principles. 

Complete details concerning 
found on 
page 10 of this issue. Quite a 
number of entries have already 
interest in 


the contest will be 


been received, and 


the event is steadily increasing. 


C. G. FRANTZ HEADS 
WASHING MACHINE ASSN. 


Recently C. G. Frantz, presi- 
dent, Apex Rotarex Corp., Cleve- 
land, Ohio, was elected presi- 
| dent of the American Washing 
Machine Manufacturers Associa- 
tion, succeeding Edward N. Hur- 
ley, Jr., Electric Household Util- 
ities Corp., Chicago, IIL, who 
| had been president of the organ- 
ization for five successive years. 
| R. D. Hunt, executive vice pres- 

ident, Dexter Co., Fairfield, Iowa, 
presented Mr. Hurley with a sil- 
ver pitcher and tray, in behalf 
of the association. Mr. Hurley 
said in part “Federal programs 
| for the extension of still cheaper 
| electricity to every part of the 
| country and the American wom- 
en’s acceptance of Washington’s 
various far-sweeping plans for 
| the complete electrification of 
| home operations will carry our 
industry’s 1935 production well 
past the 1934 total of more than 
1,200,000, which itself was the 
largest in our history.” 

New vice presidents are: G. 
M. Umbreit, vice president, May- 
tag Co., Newton, Iowa; L. C. 
“Upton, president, Nineteen Hun- 
dred Corp., St. Joseph, Mich.; 
and A. H. Labisky, president. 
Barton Corp., West Bend, Wis. 
William H. Voss, president, Voss 
Bros. Mfg. Go., Davenport, N. Y.. 
was reelected treasurer, a post 
he has held for more than two 
decades. Walter K. Voss, gen- 
eral sales manager, Voss Bros. 
Mfg. Co., was reelected assistant 
treasurer. 


PECK, STOW & WILCOX 
NAMES EXPORT HEAD 


Joseph Gabriel, who has re- 
sided in Spain for the past two 
years, has joined The Peck, Stow 
& Wilcox Southington, 
Conn., as manager of the export 
division, for the tools and hard- 
ware division and the machinery 
division. He will make his head- 
| quarters in Southington. 


Co., 
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PHILADELPHIA ASSN. 
DISCUSSES TAXATION 


Impending taxation was dis- 
cussed at the monthly meeting of 
the Retail Hardware Association 
of Philadelphia, held 
17 at Kugler’s Restaurant. W. 
Glenn Pearce, managing director, 
PASHA, told the association that 
the state legislature will un- 
doubtedly impose a sales tax or 
a direct levy on the retail store- 
keeper, as the state is faced with 
a “huge deficiency in revenue to 
make up for unemployment re- 
lief provided last year by the 
Federal government.” The or- 
ganization referred a motion ad- 
vocating taxation of every chain 
store by the state to the commit- 
tee on taxation appointed at the 
meeting by Harry D. Kaiser, 
president of the group. 

Ralph C. Nash, Lamp Sales 
Division, General Electric Co., 
talked on the electric lamp sales 
problem from the hardware deal- 
er’s standpoint and stated that 
lamp manufacturers have found 


January | 


| Hardware Co., as well as a num- 
ber of new items in the organi- 
zation’s catalogs. 

There was much optimism in 
discussion of 1935 business ac- 
tivity. 

SURPLESS, DUNN & CO. 
HAS ADDITIONAL ITEMS 

Superior Steel & Wire Co., 
Knightstown, Ind., has appointed 
Surpless, Dunn & Co., New York 
City, as eastern sales agents for 
its ornamental lawn fencing and 
gates. Surpless, Dunn & Co. is 
also eastern sales agent for Ster- 
ling Hexagon poultry netting and 
Sterling hardware cloth manu- 
factured by the Northwestern 
Barb Wire Co., Sterling, Ill. A 








the hardware store among the | 


most efficient outlets for lamps. 


SAM MORGANS NAMED 

OMAHA GROUP PRES. 

Sam Morgans was recently 
elected president of the Omaha 
Hardware, Implement & Tractor 


Other officers are: Joe Prichard, 
and Harry Ingram, vice-presi- 


| Holman, 


dents; L. T. Anthony, treasurer, | 


and A. E. Long, secretary. 
N. Y. BELTING CO. 
SALES HEADS CONFER 


District sales managers of the 
New York Belting & Packing 
Co., Passaic, N. J., met recently 
for a conference under direction 
of B. F. Ruether, general man- 
ager. A study was made of the 
company’s mechanical goods line 
under guidance of W. H. Cobb, 
general factory manager. Sales 
promotion activities were out- 
lined, as well as distribution 
policies. The program included 
tours through the company’s fac- 
tory and concluded with a dinner 
for the entire organization at the 
Arcola Country Club. 


KING HARDWARE HOLDS 
SALESMEN’S CONVENTION 


King Hardware Co., Atlanta, 
Ga., recently held a convention 
for its wholesale salesmen in that 
city at which items and prices 
in the company’s line were thor- 
oughly reviewed. Dean S. Pa- 
den, president of the company; 
J. T. Braswell, vice president and 
general sales manager, and Frank 
Fussell, automotive sales man- 
ager, addressed the salesmen. 
Factory representatives reviewed 
the lines handled by the King 
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tion. 


stock of ornamental lawn fencing 
and of poultry netting and hard- 
ware cloth will be carried in 
New York City by Surpless, 
Dunn to give quick service in 
the entire eastern territory. 

H. V. HOLMAN NOW PRES. 

OF ADJUSTABLE CLAMP 


H. V. Holman has been elected 
president and treasurer of the 
Adjustable Clamp Co., Chicago, 
Ill., manufacturers of clamps, 
handscrews, etc., succeeding his 
mother, the late Mrs. Adele V. 
who was for twenty 
years president of the organiza- 


- | tion. Mr. Holman was previously 
Club at the recent annual dinner. | 


secretary of the company. 

D. V. Holman, who is now sec- 
retary of the company, is the son 
of the president of the organiza- 
The new secretary has 
spent some time in the shop 
making clamps and demonstrated 
the company’s products at the 
Home Workshop exhibition’ at 
the Century of Progress, Chi- 
cago, last summer. 


ALABAMA ASSOCIATION 
TO MEET MAY 14-15 


J. H. Crowe, °secretary-trea- 
surer, The Retail Hardware As- 
sociation of Alabama, has an- 
nounced that its annual conven- 
tion will be held May 14 and 15 
at the Gay-Teague Hotel, Mont- 
gomery, Ala. Mr. Crowe has his 
headquarters at 410 N. 2Ist St., 
Birmingham, Ala. 

BROOKLYN DEALERS 

PROTEST KEY LICENSE 


Petitions protesting the New 
York City key license ordinance 
were distributed to members and 
guests at the January 10 meeting 
of the Brooklyn Hardware Asso- 
ciation held at the Johnson Bldg., 
with A. H. Cornell, president, 
conducting the meeting. Plans 
for a special car to the New York 
State Retail Hardware Associa- 
tion convention at Buffalo, N. Y., 
were placed in the hands of 
Ralph S. Allen, Diamond Expan- 





sion Bolt Co., 48 W. Broadway, 


| Astoria Hotel, New York City, 








New York City, secretary of the | 


Brooklyn association. The car 
will be part of a train leaving 
New York City Monday evening, 
February 11, arriving in Buffalo 
the next morning. 

The February 7 meeting will 
be held at the store of R. J. | 
Atkinson, 4 Ralph Ave., Brook- 
lyn. 

NEMA MEETS FEB. 6-8 

IN NEW YORK CITY 

The midwinter conference of 
the National Electrical Manu- 
facturers Association will be | 


held Feb. 6-8 at the Waldorf- 





with section, group, sub-group 
and division meetings. General 
meetings are expected to deal 
largely with matters of govern- | 
mental activity, proposed legis- 
lation, changes in the NRA pro- 
gram and plans affecting the 
welfare and interests of the in- 
dustry as a whole. 





LIONEL CORP. EQUITY 
RECEIVERSHIP LIFTED 


Smart merchandising of Lio- 
nel Electric Trains, plus the ad- 
dition of several new, highly suc- 
cessful Lionel toys, was responsi- | 
ble for lifting the Lionel Corpo- | 
ration out of an equity receiver- | 
ship and leaving it, on January 
Ist, with substantial operating | 
balances. 

When the Union Pacific | 
streamline train roared across 
the country in record-breaking | 
time, it sky-rocketed the sales of 
Lionel’s scale model streamliner 
and increased interest in Lionel 
model trains of every type. 

Mickey Mouse and Minnie, on 
a wind-up handcar, was another 
sensational Lionel success in 
1934—and promises even greater 
sales in 1935. Walt Disney’s fa- 
mous film characters pump their 
miniature handcar around a 27- | 
inch circle of track—and last 
year rode into more than a quar- 
ter million homes. 

An entirely new line of ‘fast- 
selling trains, new accessories, 
new motor boats and other toys 
are promised by J. L. Cowen, 
president of the corporation, for 
1935. They will be shown for 
the first time at the American 
Toy Fair in April. 





ESSEX COUNTY DEALERS 
PLAN ANNUAL AFFAIR 


Plans for the third annual af- 
fair of the Essex County Hard- 
ware Association, to be held 
Thursday evening, Feb. 21, at the 
Robert Treat Hotel, Newark, N. 
J., were discussed Jan. 10 at 
Kreugers Auditorium, Newark, 
N. J. A radio star program will 
be included in the entertainment. 

Philip Goldstein reviewed the 
association’s history and _ ac- 
tivities. 





R. J. MASBACK TO 
HAVE 75TH BIRTHDAY 


Robert J. Masback, founder 


| and chairman of the Board of 


Masback Hardware Co., whole- 
sale hardware, 80 Warren St., 
New York City, will celebrate his 
75th birthday on Feb. 7. Mr. 


Masback became a_ hardware 





merchant sixty years ago, when 
as a boy of fifteen he opened a 
small hardware store at 1080 
Third Ave., New York City. 
Four years later he moved to a 
larger store at 1029 Third Ave. 


| In 1884 he purchased the old- 
| established firm 


of Mowbray 
Bros., 80 Vesey St. In the latter 
location he began to do a 
“wholesale” as well as “retail” 
business. 

In 1897, Mr. Masback moved 
to 117 Chambers St., and the 


business became exclusively | 


wholesale. Within a few years 
the business had again outgrown 
its quarters, and in 1905 the 
move to one of the buildings at 
the present location was made. 
One after another adjoining 
buildings were later purchased 
and renovated so that the com- 
pany now occupies buildings at 
74-76-78-80-82-84 Warren St., 
where more than 100,000 square 
feet of floor space is being fully 
utilized. 

Although Mr. Masback relin- 
quished active management of 
the business when his son Ed- 
win R. Masback became presi- 
dent ten years ago, he continues 
to serve in an advisory capacity, 


and spends a few hours each day 
| at the offices of the company. 





WILLIAMS HEADS PHILA. 
BRANCH FOR BERRY BROS. 


Harry C. Williams, for the past 
ten years branch manager in St. 
Louis, Mo., for Berry Bros., De- 
troit, Mich., has been trasnferred 
to the Philadelphia, Pa., branch 
as its manager. Mr. Williams 
has been with the organization 
for fifteen years. 
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MERGE SILBERMAN HDW. 
AND SICKELS-LODER 


Silberman Hardware Co., Inc., 
214 Canal St., New York City, 
wholesale hardware distributors 
has purchased the merchandise, 
goodwill and name of Sickels- 
Loder Co., Inc. The Sickels- 
Loder organization was estab- 
lished in 1858 under the name of 
Sickels, Sweet & Lynch, being 
succeeded in 1897 by Sickels & 
Nutting Co., which was in turn 
succeeded by Sickels-Loder Co., 
Inc., in 1910. Officers of the new 
corporation will be elected later 
when the name of the company 
will be announced. The Sickels- 
Loder stock and business will be 
continued at 56 Murray St., New 
York City, until the new corpo- 
ration moves into its new quar- 
ters in the Port Authority Com- 
merce Bldg., 111 Eighth Ave., 
New York City. 

The company will cover New 
York state as far as Albany, all 
of New Jersey and Connecticut, 
Long Island and outlying towns 
within a radius of fifty miles of 
New York City. Plans are being 
made for exclusive wholesale dis- 
tribution of several lines in the 
territory the company is covering. 





WALLACE JONES HEADS 
DAYTON ASSOCIATION 


Wallace Jones, Jones-Poole 
Co., was elected president of the 
Dayton Retail Hardware Dealers 
Association at its fecent annual 
meeting, held in the hardware 
store of Frank Hamburger, 1105 
W. 3 St., Dayton, Ohio. Charles 
Deppner is vice_ president; 
Brooks Harmon is secretary and 
John H. Kramer is assistant sec- 
retary and treasurer. Charles 
Cammerer, Ralph Kimmel, H. W. 
Lehman and Joseph Seitz are 
directors. 

Mr. Hamburger, who is 72 
years of age, celebrated his for- 
tieth year of business at the 
same location, by being host to 
the association. 





H. S. BILLINGTON HEADS 
MOHAWK VALLEY GROUP 


Members of the Mohawk Val- 
ley Retail Hardware Association 
held their annual dinner and 
election of ‘officers at the Hotel 
Utica, Utica, N. Y., electing H. 
S. Billington, Canajoharie, presi- 
dent. Paul W. Barker, Barne- 
veld, was elected vice president, 
and George E. Agen was re- 
elected secretary and treasurer. 
Discussions at the meeting, which 
was presided over by retiring 
President W. T. Kellmurray, cov- 
ered state legislation and the 
competitive price situation. 

Horace P. Aikman, Cazenovia, 
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N. Y., NRHA director, and John 
B. Foley, secretary, New York 
State Retail Hardware Associa- 
tion, addressed the meeting. 





DEVLIN NAMES AGENT 
FOR NEW ENGLAND 


The Thomas Devlin Mfg. Co., 
Burlington, N. J., has appointed 
E. A. Mullins, 80 Broad St., Bos- 
ton, Mass., special representative 
for New England. Mr. Mullins 
will promote the sale of the com- 
pany’s full line including malle- 
able and cast iron, brass pipe fit- 
tings, Fretz nipples, and its line 
of unions. 


BELDEN MFG. CO. OPENS 
EASTERN WAREHOUSE 


The Belden Mfg. Co., Chicago, 
Ill., has opened an eastern ware- 
house branch in the New Ter- 
minal Commerce Bldg., 401 N. 
Broad St., Philadelphia, Pa., 
where complete stocks of magnet 
wire and a soft rubber plug as- 
sembly division will be located. 
E. V. Blake, for eight years con- 
nected with the company as terri- 
torial representative and sales 
service manager, will be in 
charge as eastern manager. 





SWEATT NOW. PRES. OF 
MINNEAPOLIS- 
HONEYWELL 


H. W. Sweatt, former vice 
president and general manager, 
Minneapolis-Honeywell Regulator 
Co., Minneapolis, Minn., was re- 
cently elected president of the 
company succeeding M. C. Hon- 
eywell, who is now chairman of 
the executive board. Mr. Sweatt 
has been with the company for 
more than twenty years in vari- 
ous capacities. He continues to 
act as general manager. Other 
officers are: C. B. Sweatt, vice 
president in charge of sales; W. 
L. Huff, vice president and trea- 
surer, and C. C. Buckland, sec- 
retary. 


NUTMEGGERS ELECT 
PADDOCK PRESIDENT ; 
PLAN ANNUAL BANQUET 


Elliot E. Paddock, Greenfield 
Tap & Die Corp., Greenfield, 
Mass., was elected president of 
The Nutmeggers at the January 
meeting held at the City Club, 
Hartford, Conn. C. F. Gallager, 
Rocky Hill, Conn., was elected 
first vice president, and George 
Ellis, Hartford Belting Co., was 
named second vice president. 
E. C. Sullivan, Holo - Krome 
Screw Corp., is secretary-trea- 
surer. Donald G. Flynn, Ethyl 
Gasoline Corp., addressed the 
meeting. 

Plans were discussed for the 
annual banquet to be held Feb. 





26 at the Hotel Taft, New Haven, 
Conn., in conjunction with the 
Connecticut Hardware Associa- 
tion’s convention Feb. 26 and 27. 
The affair is in charge of a com- 
mittee headed by Howard M. 
Knapp, The Corbin Screw Corp., 
New Britain, Conn. Other mem- 
bers of the committee are: Carlton 
S. Phillips; T. E. Davis; Stanley 
A. Mott; Gordon H. Marvin, 
Jackson & Marvin, New Haven; 
Homer R. Peck, N. T. Bushnell 
Co., New Haven, and Wm. E 
Janswick, John E. Bassett Co., 
New Haven. 

PARRISH NOW PRES. OF 

KEITH, SIMMONS CO. 


W. M. Parrish has been elected 
president of Keith-Simmons Co., 
Inc., Nashville, Tenn., wholesale 
hardware distributors, succeed- 
ing the late Walter Keith, Sr. 
Mr. Parrish had been executive 
vice-president of the company 
since 1933, having previously 
served as disbursement clerk, as- 
sistant buyer, manager of the in- 
dustrial supply department and 





W. M. PARRISH 


manager of the retail stores. He 
was elected vice-president and 
general sales manager in 1928. 
Mr. Parrish is well known to the 
trade and has been with the 
Keith-Simmons organization for 
more than 30 years. 

At the same meeting Samuel 
J. Keith, Walter Keith, Jr., and 
Henry Brackman were reelected 
vice-presidents and John D. 
Lewis was reelected secretary- 
treasurer. Frank C. Guthrie, 
president, National Casket Co., 
and J. Dillard Goodpasture were 
elected directors of the company. 
A substantial increase in busi- 
ness during the past year was 
reported at the meeting. 





CAROLINAS ASSOCIATION 
TO CONVENE JUNE 11-13 
Arthur R. Craig, Secretary- 


Treasurer, The Hardware Asso- 
ciation of the Carolinas, with 


headquarters at 803-5 Commer- | 


cial Bank Bldg., Charlotte, N. C., 





G. E. OSBORN MANAGES 
LAMSON AND SESSIONS 


George E. Osborn has succeed- 
ed the late A. J. Boyle as vice 
president and general manager, 
at Chicago, of The Lamson and 
Sessions Co., western subsidiary 
of The Lamson & Sessions Co., 
Cleveland, Ohio. He joined The 





GEORGE E. OSBORN 


Lamson & Sessions Co. in 1914, 
leaving the company until 1918 
when he enlisted in the U. S. 
Navy, later becoming an officer 
on a steamer of the Pacific 
Steamship Co. In 1920 he joined 





GEORGE S8. CASE, JR. 


the Lamson & Sessions organiza- 
tion in a sdles capacity and for 
several years had charge of the 
company’s sales in Iowa and the 
Missouri River territory. 
George S. Case, Jr., has been 
appointed assistant general man- 
ager at Chicago of The Lamson 
and Sessions Co. Following 
graduation from college in 1930 
he became affliated with The 
Lamson & Sessions Co. of Cleve- 
land, working in various capaci- 
ties in the operating departments 
of all the different plants and 
also in the sales department. 





has announced that the conven- 
tion will be held June 11, 12 and 
13 with headquarters at the 
Hotel Charlotte, Charlotte. 
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BRONX DEALERS FORM 
NEW ASSOCIATION 


In an effort to solve trade 
problems through unified action, 
hardware and _housefurnishings 
dealers of the Bronx, N. Y., have 
organized the Bronx Retail Hard- 
ware & Housefurnishing Board 
of Trade, Inc. Although the or- 
ganization has been in existence 
only a few months, it now has 
nearly one hundred members. 

Meyer M. Reiner, 1008 West- 





chester Ave., Bronx, N. Y., is | 
secretary of the association, and | 


other officers are: preside - | 
president, Jo | as secretary of the Arkansas Re- 


seph Mensch; vice-president. 
Charles Mund, and treasurer, Sol 


Spindel. The board of directors 


is composed of B. Landin, M. | 


Sander, H. Wiener, H. Resnick, 

M. Weinstein and B. Fox. 
Arrangements are being com- 

pleted for the organization’s first 


annual ball, which will be held 


on Sunday, Feb. 17. 


HOPKINS CO. AGENTS 
FOR SIGNAL ELECTRIC 


Signal Electric Mfg. Co., Me- 
nominee, Mich., 


manufacturers | 


of electric fans, portable drills | 


and fractional horse power mo- 


tors, has appointed H. R. Hop- | 


kins Co., 95 Fairmount 


Ave., | 


Philadelphia, Pa., as its direct | 


factory representative for that 
territory. 


NORGE PLANS SHOW IN 
FIFTY-SEVEN CITIES 


Norge Corp., Detroit, Mich., 
manufacturers of electric refrig- 
erators, gas and electric ranges, 
oil burners, etc., will show the 
comedy “The Freedom of The 
Shes,” written by James A. Ster- 
ling, advertising and merchan- 
dising manager of the company, 
to dealers in fifty-seven cities 
throughout the entire country. 
The play has as its underlying 
theme the revolution in the home 
as a result of the use of new and 
modern appliances, showing the 
reaction of a typical household 
to advertising, appearance of a 
dealer’s windows, and reaction to 
presentation appeals. 

Two troupes, in special Pull- 
mans, include nationally known 
vaudeville and stage stars, or- 
chestras, stage hands and a com- 
plete stage setup are making the 
tour. The first troupe, under 
direction of John H. Knapp, vice 
president in charge of sales, trav- 
els south and east. The second 
under Mr. Sterling travels south 
and to the west coast. Both 
troupes conclude their series of 
dealer meetings late in February. 

Following the morning show- 
ing of the play “The Freedom of 
the Shes” an afternoon session is 
held in which dealers are in- 


52 





formed in detail of the 1935 
product plan. 

Dealers will be supplied with 
booklets giving testimony of 
Norge owners, revealing experi- 
ences of owners of Norge prod- 
ucts and a “Book of Proof” with 
analyses of the results of surveys 
made by the company together 
with reprints of all literature of- 
fered, within one binder. 


L. P. BIGGS RESIGNS 
AS ARKANSAS SEC. 


L. P. Biggs recently resigned 





tail Hardware Association, being 





L. P. BIGGS 


succeeded by G. L. Turner, G. L. 
Turner, Inc., Litthe Rock, Ark. 
The new secretary makes his 
headquarters at 320 E. Markham 
St., Little Rock, Ark. 


WARREN J. BURROWS 


Warren J. Burrows, who was 
actively associated with Daisy 
Mfg. Co., Plymouth, Mich., died 
January 14. He was postmaster 
and had served as village presi- 
dent and as a member of the 
Wayne County Board of Super- 
visors. 


FRED J. GRAY 


Fred J. Gray, 64, veteran sales- 
man for Foster & Stevens Co., 
for 34 years, died recently at 
his home in Grand Rapids, Mich. 


R. D. CORKEN 

R. D. Corken, 62, Hiawatha, 
Kans., hardware dealer, died at 
his home in that town following 
an illness of more than a year. 
He was active in local affairs and 
was for more than 11 years a 
member of the school board. He 
first operated a hardware busi- 
ness in 1896, having engaged in 
business in Hiawatha since 1919. 
Mrs. Corken and his son Robert, 
who now operates the business, 





are among his survivors. 


= OBITUARY = 


JOHN L. TRACY 


John L. Tracy, in the hard- 
ware business in Ballston Spa, 
N. Y., since 1906, died suddenly 
at his home in that town. His 
body was found at the wheel of 
his car, where he was stricken 
with a heart attack after opening 
the doors of the garage prepara- 
tory to leaving for his store. He 
was for three terms president of 
the village. 


PAUL ST. JACQUES 


Paul St. Jacques, who operated 
his own hardware store at 24 
Cumberland St., Woonsoeket. 
R. I., died recently at the age 
of 73. Prior to entering business 
for himself he was with C. H. 
Darling four years, later becom- 


| ing manager of the Sylvester & 


Brodeur Hardware Co., which he 
directed for 16 years. He was 
a former representative and coun- 
cilman in Woonsocket. 

Mrs. St. Jacques, a son and 
two daughters survive. 


JOHN M. DWYER 


John M. Dwyer, for many years 
president of the Peninsular Stove 
Co., died Jan. 16 in a Detroit 
Mich., hospital. His father was 
one of the founders of J. Dwyer 
& Bros. Co., which later became 
the Detroit Stove Works. 





GUS KENNING 


Gus Kenning, 63, associated 


| with his brother Albert in the 
| hardware firm of Kenning Bros., 
| Sigourney, Iowa, died recently 


following a short illness. 


P J. J. BRODT 


J. J. Brodt, 82, West Union, 
Ohio, hardware dealer, died at 
his home in that town after an 
illness of several weeks. Mrs. 
Brodt, two sons and a daughter 
survive. 


EDWARD BROWN 


Edward Brown, for many years 
manager of the Fairfax Hard- 
ware, Fairfax, Minn., died De- 
cember 24 from a heart attack. 
Mr. Brown, who was 59 years of 
age, had been in poor health for 
some time, necessitating treat- 
ment at a Minneapolis, Minn., 
hospital. 


EMMETT ROSS 


Emmett Ross, 54, Johnson 
City, Tex., hardware dealer, died 
January 17 at his home in that 
city. 





MEYER L. LEVISON 


Meyer L. Levison, 67, Lyn- 
brook, Long Island, N. Y., hard- 
ware dealer, died recently at his 
home in that town following a 
heart attack. He was a native 
of Germany and first operated 
his business in Lynbrook in 1917. 
He was active in fraternal affairs 
and was a director of the Lyn- 
brook Savings & Loan Asso- 
ciation. 


WILLIAM H. WINSLOW 


William H. Winslow, Chicago 
manufacturer of ornamental iron 
and brass fittings, died recently 
at his farm near South Haven, 
Mich. 


CHARLES BOLTZ 


Charles Boltz, president, Mil- 
waukee Aluminum & Brass Foun- 
dry Co., Milwaukee, Wis., died 
recently at the age of 64. He 
established the foundry business 
in 1905. 


WILLIAM A. HUNT 
William A. Hunt, 68, Hard- 


well, Ga., for many years a hard- 
ware dealer, died recently in that 
town. He had been in the hard- 
ware business at the same loca- 
tion on Main St. for thirty-eight 
years, the business having been 
established by his father, John 
H. Hunt, in 1884. 


WILLIAM QUIGLEY 


William Quigley, 76, Jamaica, 
Long Island, N. Y., who for a 
number of years operated a hard- 
ware store in that section, died 
recently. He spent most of his 
business career in the hardware 
business. Some years ago he or- 
ganized the former Long Island 
Hardware Club. 


ROY T. BARNEY 


Roy T. Barney, Sacramento, 
Calif., representative of The Pe- 
ters Cartridge Co., Kings Mills, 
Ohio, who had been with the 
organization for fifteen years, 
died recently. 


JOHN F. GOODYEAR 


John F. Goodyear formerly 
with the hardware firm of Good- 
year Bros., Hastings, Mich., died 
at his home in that city on Jan. 
17. Mrs. Goodyear, a son and a 
nephew, are among his survivors. 
His son and nephew were asso- 
ciated with him in business. 





JOSEPH MASUR 


Joseph Masur, 72, hardware 
dealer for fifty years, died at his 
home in Lockhart, Tex., Jan. 9. 
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ROGERSVILLE, TENN.: Who makes the 
No. 16 Rome Eagle Oak heating stove? 
—R. M. Rogan Co. 


ANSWER: Eagle Stove Works, 


Rome, Ga. 


Stanuope, N. J.: Who makes Lee’s 
auto tire chains?—John Wills, Inc. 


ANSWER: Lee’s Tire Chain Indus- 
tries, Inc., Jefferson City, Mo. 


* %*&* * 


Cuester, Pa.: Who makes Protexit, 
a channel shaped rubber contrivance, 
which slides over a porcelain table top, 
and permits meat grinders, etc., to be 
clamped thereto without damaging the 
top?—E. H. Benjamin. 


ANSWER :—J. Hilgers & Co., Bing- 
hamton, N. Y. 


* * * 


MonrtIceLto, Iowa: Who makes a 
good electric razor of the dry shaving 
type?—A. J. H. McNeill. 


ANSWER: Shick Dry Shaver, Inc., 
Stamford, Conn. 


* * * 


SHAker Heicuts, Onto: Furnish 
correct address of the American Iron- 
ing Machine Co., formerly located at 
Chicago.—Shaker Heights Hardware. 


ANSWER: Algonquin, III. 


* %* * 


Riwcewoop. N. J.; Who makes the 
Bean-X string bean cutter?—Ridge- 
wood Hardware Co., Inc. 


ANSWER: G. N. Coughlan Co., 
Orange, N. J. 
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tion or issue. 


Lusec, Maine: Where can we obtain 
repairs for a Hartford scale?—S. B. 
Stuart & Co. 


ANSWER: Knowles Scale Works, 


Lowell, Mass. 


East Lynn, Mass.: Provide address 
of the Schlage Lock Co.—W. M. Pin- 
sent. 


ANSWER: 27 Park Place, New 
York City. 


Lusk, Wyo.: Where can we buy mo- 
tor attachments for bicycles?—Mid- 
west Hardware Co. 


ANSWER: Outboard Motor Corp., 
Milwaukee, Wis. 


* * * 


At antic City, N. J.: Provide names 
and addresses of several manufac- 
turers of safety goggles.—Value Hard- 
ware & Supply Co. 


ANSWER: H. S. Cover, Chippewa 
Ave., South Bend, Ind.; Willson Prod- 
ucts, Inc., Reading, Pa., and Chicago 
Eye Shield Co., 2305 Warren Blvd., 
Chicago, II. 


Miami, FLa.: Who makes Contalite 
bathroom cabinets? — Railey-Milam, 
Inc. 


ANSWER: Conant Bros., Somerville, 
Mass. 


St. Louis, Mo.: Where can we ob- 
tain parts for a Little Blacksmith 
punch and cutter?—Lampert Bros., 
Inc. 


ANSWER: J. F. Kidder Mfg. Co., 
Inc., Burlington, Vt. 


Who Makes It? 


Information regarding sources of supply as provided readers 
of Hardware Age by the Who Makes It? Editor is here pre- 
sented as an aid to others in the trade who may be seeking the 
same articles. The inquiries reproduced have been selected be- 
cause of their general interest to hardware merchants and buy- 
ers. This editorial feature in each issue supplements the ser- 
vice rendered by the “Who Makes It?” issue published on Sept. 
27, 1934. When writing to the firms mentioned, state that you 
saw the product listed in Hardware Age “Who Makes It?’ sec- 


BurraLo, N. Y.: Who makes Coes 
knife handle wrenches?—Don F. John- 
son & Co., Inc. 

ANSWER: Bemis & Call Co., Spring- 
field, Mass. 


* * * 


Manitowoc, Wis.: Who makes 
Tremco plastic cement and caulking 
guns?—J. J. Stangel Hardware Co. 


ANSWER: Tremco Mfg. Co., 393 E. 
13l1st St., Cleveland, Ohio. 


* * * 


Storm Lake, Iowa: Who manufac- 
tures the Floorola electric floor polisher ? 


—The Storm Lake Hardware Co. 
ANSWER: Floorola Co., Inc., York, 


Pa. 
*% * * 


Axincpon, ILt.: Who makes Golden 
Glow glassware? — Shipplett - Moloney 
Co. 


ANSWER: Federal Glass Co., Colum- 
bus, Ohio. 


* * * 


Sprinc City, Pa.: Who makes the 
Cleansbest self-wringing mop?—Spring 
City Supply Co. 

ANSWER: H. Hertzberg & Son, 41 E. 
11th St., New York City. 


* * * 


CanaL WINCHESTER, OHIO: Where 
can we obtain repairs for a_ scale 
marked New York Scales Co., N. Y.? 
—The Beck Co. 


ANSWER: R. H. Forschner Co., 
230 Third Ave., New York City. 


* * * 


Ricumonp Hitt, N. Y.: Who makes 
the Lightning screen painter?—John 
J. Lake & Son. 

ANSWER: Burgess-Norton Mfg. 
Co., Geneva, III. 
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ADVANCES BECOMING EFFECTIVE 


Arsenate of Lead 
Linseed Oil 
Stoves 

Low Priced Enameled Ware 
Steam and Suction Hose 
First Quality Water Hose 


Inexpensive Cross-Cut and One-Man Saws 


Fruit Jar Rings 
Wood Saws 
Dynamite, Ete. 


January 
31st 
1935 


DECLINES BECOMING EFFECTIVE 


Hard Fiber Twines 
Shellac Axes 


Competitive Handled 


Combination Screen and Storm Doors 
No. 7, Competitive Cotton Clothes Line 


Prices on bolts and nuts have 
steadied materially since the recent 10 
per cent advance. The better brands 
are generally priced to the trade at 
70 per cent off lists, with short-line 
makers a bit under that schedule. 

* 2 # 


Jobbers’ prices on wood screws, 
and other screw machine products, are 
still affected by low costs prevailing 
early last fall, though the manufac- 
turers are steady in supporting their 
November and December advances. 

** # 


Spring demand for staple wire 
products — particularly barbed wire, 
fencing and nails—and for fence posts, 
is opening up at a rate well ahead of 
a year ago—with a good number of 
carload inquiries reaching the whole- 
salers. There is no expectation of price 
changes before the second quarter, if 


then. 
* * * 


The Columbia Cutlery Co., Read- 
ing, Pa., under date of January 10th, 
announced price changes affecting 
scythes, and a new pattern of grass 


sickle. 
* * * 


Hardware Age has received the 
following letter from Walter S. Mc- 
Cann, executive assistant of the Code 
Authority of the Chain Manufacturing 
Industry: 

“We are in receipt of advice that in 
a recent issue of Harpware AGE a ref- 
erence was made to a break in prices 
on weldless chains and tie-out chains. 

“The Code for the Chain Manufac- 
turing Industry provides for the filing 
of all prices prior to their use in mak- 
ing any quotations or sales and we do 
not have any record of a price decline 
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in the articles referred to, other than 
the elimination of an extra for pack- 
ing tie-out chains in cartons. 

“We have been unable to locate the 
reference which was reported to a man- 
ufacturer by a hardware distributor 
but believe if such a reference was 
made in your publication you will de- 
sire to amend your report to conform 


with the facts.” 
* * * 


The Continental Screen Co. and 
others have issued, effective about Jan- 
uary 9th, sharply reduced prices on 
crated combination screen and storm 
doors complete. Following are the new 
prices on some of the leading selling 
patterns, as compared with those in 
effect since last summer. All the be- 
low doors are quoted with 14 mesh 
galvanized wire screen panel and with 
glazed storm panel, in standard 2 ft. 
8 in. x 6 ft. 8 in. size,'and in crates of 
three each. 

Style ar price $4.53 each, reduced 
from $4.8 

od 3/G——New price $4.65 each, reduced 
rom 

Style ag gl price $4.35 each, reduced 
from $4.65. 

Style 12/G—New price $4.66 each, re- 
duced from $5.01. 


Style W6 tgs « a $4.27 each, re- 
duced from $4.5 


*+* + 


Leading rope manufacturers is- 
sued on January 7th reduced prices on 
hard fiber twines, with revised quan- 
tity extras, netting about one cent per 
pound lower on 500 Ib. transactions 
than the preceding schedule. The lead- 
ing items involved in the change are 
hay and hide rope and lath yarn, in 
the various weights, and in both the 
Java sisal and Mexican sisal grades. 

* * # 


Du Pont Cellophane Co. this 
month announced substantial reduc- 


tions in the price of cellophane trans- 
parent film. This makes the seven- 
teenth reduction since domestic manu- 
facture was started in 1924, and the 
new prices are approximately 86 per 
cent lower than those in effect at the 
beginning. Du Pont officials state the 
latest drop is in line with the com- 
pany’s policy to reduce the price of 
cellophane whenever increases in vol- 
ume warrant. 
* 2 * 

New prices on insecticides, with 
the exception of Paris green, were an- 
nounced December 28th, 1934. The 
advances on arsenate of lead ranged 
from one-half to 24% cents per pound, 
depending on the size package. 

* * # 

Shellac declined 15 cents per 
gallon on January 11th—the result of 
a competitive situation. Bone dry and 
alcohol continue firm, but leading im- 
porters and bleachers acknowledge that 
the market on pure white and orange 
shellac is in a weak condition. Large 
orders are being placed at very low 
prices. No future orders or contracts 
are being accepted, and quotations are 
only for immediate acceptance. 

* 8 * 

Paint prices are firmer, and 
while no advance has been threatened, 
wholesalers are advising their trade to 
take in their spring requirements with- 
out further delay. The price of linseed 
oil was increased 1% cents per gallon 
on January llth and 18th. Quotations 
on putty are unchanged and steady, ex- 
cept for slight revisions along the 
Eastern seaboard, on the smaller con- 
tent packages. 

* + 

The volume recovery made by 
the paint trade during 1934 has been 
gradual, but persistent and wide- 
spread. With production higher by 20 
to 35 per cent than in 1933 and sales 
increased by about 29 per cent in the 
same comparison, the best record since 
1930 has been attained. Efficiency of 
operations and amicable trade relations 
are said to be the most satisfactory in 
the industry’s history. As a result of 
general business improvement and the 
home modernization campaigns, expec- 
tation is general of a better increase 
in both production and distribution in 
early 1935. Dealer stocks are low, and 
will need generous replenishment be- 
fore spring. 

* * 

Manufacturers have -advanced 
the cheapest grades of cross-cut and 


HARDWARE AGE 











HOW'S thei 


cer 


out 
un 


sle 
sto 
cor 


ture 
pri 
to | 
hig) 
at 1 


are 
up 

to | 
futu 


usu: 
all | 


on | 
in r 
up « 
Jam 


som 
com 
lines 


JAN 








1e 


ans- 
ven- 
anu- 


per 
the 
the 
om- 
- of 
vol- 


vith 


The 
ged 
ind, 


per 
- of 
and 
im- 
hat 
nge 
rge 
low 
acts 
are 


and 
ed, 
» to 
ith- 
eed 
lon 
ons 


the 


on- 


by 
een 


ide- 


les 
the 
nce 

of 
ons 
- in 

of 
the 
yeCc- 
ase 
| in 
and 


ced 
and 


GE 








one-man saws about 5 per cent, follow- 
ing the reduction announced not long 
ago. Wood saws have been advanced 
about 17 per cent. 

Se ¢ @ 

A competitive handled axe is 
now offered by some of the large man- 
ufacturers—to be sold by the whole 
saler at $9.25 to $10.00 per dozen. This 
offer is for acceptance by February 
15th, with shipments to be completed 
by March 15th, or unfilled balance at 
that date to be canceled, and with no 
dating being granted. 

* * 

Wide-spread winter weather re- 
cently has given a temporary set-back 
to some spring buying, but has cleaned 
out stocks of cold-weather goods with 
unlooked for speed. There is said to 
be a general shortage of ice skates and 
sleds among the manufacturers, and 
stocks of many jobbers are rapidly be- 
coming depleted. 

* #& * 

Comment is made that advance 
sales of dog goods are better than for 
several seasons. Hardware stores cater- 
ing to the growing group of dog-lovers 
in every neighborhood, are finding that 
a good stock of collars, leads, dog- 
harness and similar supplies, afford 
quick turnover and a better-than-aver- 


age profit. 
* + * 


Some enameled ware manufac- 
turers have filed new schedules on low- 
priced lines showing advances of 214 
to 5 per cent. It is thought that the 
higher-priced lines will not be affected 


at this time. 
+ * 


Galvanized ware manufacturers 
are accepting orders at present prices 
up to February 15th, for shipment up 
to March Ist, but are avoiding distant 
future commitments. 

. +. * 

Pressure cookers are having un- 
usually fine sales in some sections, and 
all housewares are doing well. 

Ss a @ 

After a large holiday business 
on oven glassware and pottery, stocks 
in retailers’ hands are low, and sorting- 
up orders are in very good volume for 
January. No price change is in im- 
mediate prospect. 

” # * 


A price-drop has been made by 
some manufacturers on 100 foot No. 7 
competitive braided cotton clothes 
lines, in the 14 lb. grade. Present fig- 
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ures are down about 10 per cent on 
this item—which is often sold as an 
under-weight, competitive “sash cord” 
—though not designated or recognized 
by the industry as suitable for that 
purpose. 

* * * 

No new price changes are re- 
ported on builders’ hardware lines. 
Quotations are holding steady on locks 
and latches, but jobbers consider the 
market weak on butts and_ hinges. 
Ordering is generally very conserva- 
tive in this line, for the present. 

* * * 

The outlook for pottery ware 
sales is very bright. Approximately 
$3,750,000 worth of orders were placed 
at the recent annual trade exhibit of 
the Pottery & Glass Manufacturers’ As- 
sociation in Pittsburgh. An increase 
of 25 to 30 per cent over the 1934 
business was written up by exhibitors, 
who felt that this show was one of the 
most successful in the industry’s his- 
tory. The annual exhibit at Pittsburgh 
is considered a barometer of the year’s 
business. . 

* * 

Advances of about 10 per cent 
were made for the current quarter on 
steam and on suction hose, also on the 
top grade of water hose. No price 
change is quoted on air hose for this 
period. 

* ” 

Southern manufacturers of stoves 
issued notices around January lst, sim- 
ilar to the following: “Due to in- 
creased costs in the manufacture of our 
stoves, present prices will be with- 
drawn and new price list will be ef- 
fective February 1, 1935.” Distributors 
are unofficially informed that a mark- 
up of about 5 per cent in prices is 
being contemplated. 

*&* * 

On fruit jar rings, manufactur- 
ers restored as of January 15th the 
original 1934-35 price schedule, ad- 
vancing to their distributors 4 cents 
per gross from the recent low. Since 
jobbers had been given ample oppor- 
tunity to cover at the lower level, it is 
not felt that this increase will reflect 
itself immediately in quotations to the 
retail trade. 

- * * 

Manufacturers of explosives, dy- 
namite, etc., have advanced prices 50 
cents per 100 lb. on both the car- 
load and less than carload quantities, 
all grades and makes. Blasting caps, 
exploders and fuses remain unchanged. 
The increase is ascribed chiefly to 
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higher production costs under NRA— 
incurred by shorter hours, higher 
wages and the rise of raw material 


prices. 
* * * 


As 1935 gets under way, opti- 
mism is steadily gaining ground in 
hardware circles, though January quiet- 
ness has ruled, as usual. Sales by retail- 
ers have shown wide variance in differ- 
ent sections of the country, but all areas 
have at least held up to last January’s 
records. The majority of reports show 
gains of 2 to 20 per cent, and almost 
invariably accompanying comment has 
had a cheerful tone, even where actual 
current volume appears somewhat un- 
der expectations. Spring buying is 
progressing favorably, the farmers’ 
buying power is holding up, and for 
the first three months of the year, at 
any rate, activity should compare well 
with the 1934 first quarter. 

* * # 


Special January sales cam- 
paigns, whether by wholesalers or by 
retailers, are doing much to lift the 
month’s business from its traditional 
lull. Where the merchandise offered 
has been seasonable and favorably 
priced, a number of houses have beaten 
their sales records of even more pro- 
pitious months. Some of these cam- 
paigns have offered inducements for 
early buying of spring or summer lines, 
and these, too, have been surprisingly 
successful. 

* * 

Retailers more and more report 
large sales in the rather expensive 
grades of merchandise, indicating that 
the increase in volume is due to the 
stronger buying power of the majority, 
rather than to the spending of those 
receiving money from government re- 
lief agencies. In the automobile cen- 
ters, employment has-reached the peak 
since 1930, with constant additions 
being made to payrolls. As a conse- 
quence, spending in centers like Detroit 
and Cleveland, for hardware and for 
all lines, has been greatly stimulated. 

* * * 


Close-out or reduction sales, al- 
ways prevalent at this time, show less 
stress, both in prices and in quantities 
to be moved, than has been evident for 
several years past. Apparently the les- 
sons of intelligent buying have been 
rather generally learned, and the mar- 
kets, for new business, are being 
spared the shock of any wide-spread 
or radical disposal pricing. 

(Continued on page 56) 
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Large numbers of buyers have 
visited the leading wholesale markets 
to place both immediate and spring 
business. The larger exhibitions of 
furniture, house-furnishings, etc:, have 
been enthusiastically supported by vis- 
iting dealers. Chicago, for example, 
was recently the host for two large 
furniture exhibitions which showed 
actual sales gains over January, 1934, 
of from 55 to 100 per cent. At the 
American Furniture Mart the attend- 
ance was the greatest of any two weeks 
in its history, and at the Merchandise 
Mart buyer registration exceeded last 
year by 29 per cent, while average sales 
were nearly double last year. At both 
exhibitions the gain in units sold was 
a small percentage under the increase 
in dollar totals, due to slightly higher 
furniture price levels. 

* % * 


Leading refrigerator companies 
at Detroit are well under way with 
1935 production. Kelvinator is oper- 
ating two shifts a day and Norge run- 
ning two shifts in various departments. 
Howard FE. Blood, president of Norge 
Corporation, predicts 1935 sales for the 
industry of 1,900,000 units, or approxi- 
mately 26 per cent more than the rec- 
ord total of about 1,500,000 units sold 
in 1934. The Norge plant now has 
about 3,000 employees and has been 
operating at near capacity since De- 
cember Ist. Kelvinator has around 
6,000 employees in the Detroit and 
Grand Rapids plants, having about 
doubled its payroll since December Ist. 
Kelvinator’s net sales for fiscal year 
ending September 30, 1934, were about 
30 per cent above the previous fiscal 


year. 
* * * 


The merchandise business of 
Westinghouse Electric & Manufactur- 
ing Co. in 1934 was 73 per cent ahead 
of 1933. The top employment at the 
company’s plant at Mansfield, Ohio, 
where it manufactures its refrigerators. 
was 3,000 to 3,200, and employment 
there never dropped below 2,000. Sales 
of ranges rose over 100 per cent dur- 
ing 1934 and appliance sales were up 
103 per cent. 

*% * * 


McKeesport Tin Plate Company 
announced January 18th that it would 
thereafter operate at capacity. More 
than 3,000 workmen, who had been 
working half time, including all for- 
mer employes, were to be recalled for 
work in the forty-four hot mills. There 
will be three eight-hour shifts a day. 
No new men will be hired immediately. 
The company has been operating at 
about 50 per cent of capacity during 
the depression. Officials said that the 
new higher operating rate is justified 
by a “flood of new business.” 
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Orders received by the General 
Electric Company during 1934 amount- 
ed in sales value to $183,660,303, an 
increase of 29 per cent over 1933. 
Orders for the quarter ended Decem- 
ber 3lst amounted to $51,046,760, or 
34 per cent over the last quarter of 


1933. 


* * * 


Department store sales figures 
for December and for all of 1934 were 
released recently by the Federal Re- 
serve Board. The increase for the 
month was 11 per cent, the gains rang- 
ing from 6 per cent in the New York 
Reserve district to 17 per cent in the 
Dallas area. For the entire year, the 
department store gain was 13 per cent. 
A partial compiling of chain-store 
sales by Merrill, Lynch & Co. showed 
that twenty companies ran 9.56 per 
cent ahead of December, 1933, while 
their increase for all of 1934 amounted 
to 10.67 per cent. 

* * * 

The construction industries in 
the 37 eastern states ended the year 
1934 with a contract total of $1,543.- 
101,300 for all classes of construction, 
according to F. W. Dodge Corporation. 
This was a gain of about 23 per cent 
over the total for 1933, the increase 
occurring entirely in the field of pub- 
lic works. 1934 showed contract gains 
over 1933 in each of the ten general 
classes of construction, except factories 
and residential building. For Decem- 
ber the contract volume was smaller 
than in either the previous month or 
in December, 1933; in fact, the total 
was lower than for any month since 
July, 1933. The loss from November, 
1934, was 17 per cent, while the de- 
cline from December, 1933, amounted 
to 55 per cent. 

* *% * 

Sheet steel operations in the 
leading production centers have been 
making sharp gains. In five weeks, oper- 
ation of the mills has increased by 
one-half, from 40 per cent of standard 
capacity in the week ended December 
15th, to 60 per cent estimated for last 
week. The automobile industry is 
chiefly responsible for this increased 
sheet demand, but there has been a 
distinct gain also from makers of farm 
implements, and from the general 
smaller customers of the industry. 


* * *% 


Wholesale commodity prices ad- 
vanced nine-tenths of 1 per cent during 
the week of January 12th, to the high- 
est level reached since January, 1931, 
according to the bureau of labor sta- 
tistics. The bureau’s index for the 
week increased to 78.6 per cent of the 
1926 average, as compared with 71.7 
per cent for the corresponding week of 
last year. 


Bank clearings for the week 
ended January 16th again exceeded by 
a large amount the record for the same 
week a year ago. The week’s total for 
the 22 leading cities is the United 
States, as reported by Dun & Brad- 
street, Inc., was $5,696,360,000, a gain 
of 36.3 per cent, as against the corre- 
sponding week of 1934. The increase 
was largely at New York, where oper- 
ations in some speculative markets 
added materially to the total. The to- 
tal for this second week of January 
was above that for the opening week 
of the year, although, generally, clear- 
ings for the first week of January are 
at (or close to) the high point of the 


year. 
* * * 


Business failures in the United 
States during the week ended January 
17th numbered 274, compared with 
282 in the preceding week and 333 in 
the same week last year, according to 
Dun and Bradstreet. Bank checking 
transactions, as reported to the Fed- 
eral Reserve Board by banks in lead- 
ing cities, for the week ended January 
16th, totaled 11 per cent above the pre- 
ceding week and 23 per cent above the 
total for the corresponding week of 


last year. 
* * * 


Railroad freight traffic gained 
another 55,602 cars during the Jan- 
uary 12th week, bringing the advance 
so far this year to 128,555 cars. The 
week’s loadings were 3,591 cars below 
a year ago, and 43,782 cars above 1933. 
The report was considered as only fair. 
Forest products, miscellaneous ship- 
ments, ore and coke were the only gen- 
eral classifications of freight to show 
improvement in comparison with 1934. 

* * * 


Electric power production scored 
a small gain over the previous week, 
and continued to run well ahead of 
the previous year, the margin amount- 
ing to 7.7 per cent. Unseasonably 
warm weather during that period may 
have tended to keep both the freight 
and power figures down. 


* & 


The cost of living to wage- 
earners averaged exactly the same in 
December as in November, according 
to the National Industrial Conference 
Board. Declines in the cost of food, 
clothing, and coal were offset by in- 
creases in rents and in the cost of sun- 
dries. The cost of living in December 
was 4.5 per cent higher than in De- 
cember, 1933, but 19.3 per cent lower 
than in December, 1929. The purchas- 
ing value of the dollar (with 1923 as 
par) was 123.8 cents in December, 
1934, as compared with 129.4 cents in 
December, 1933. 
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suks® 3 POINTS 
oell 
Bethlehem Omega Steel Looto 





A strong, rigid “U” section that is 
practically unbendable. Bending 
tests have indicated the greater 
strength of the Omega Post section 
as compared with other sections. 


is soggy. 


Bethlehem (Cambria) Fence 
and Omega Posts 


make lasting Fences 


ETHLEHEM (Cambria) Fence has good fea- 
B tures matching those of Bethlehem Omega 
Posts. 

It stalls off the attacks of the elements for 
years. It remains taut and neat in spite of ups 
and downs in temperature, and the efforts of 
animals to get out. 
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Large bearing surface in the 
ground, insuring that the posts 
will stay erect, even when ground 





Secure, easily-applied fastenings 
hold the wires against any at- 
tempt by animals to ride the 
fence down. 


The base of true copper-bearing steel, pro- 
tected against the weather by a thick, tight 
coating of extremely pure zinc, gives Bethlehem 
(Cambria) Fence its lasting qualities. The 
springiness of the line wires with their tension 
curves, and the hinge joints of the stay-wires, 
provide the resilience to give under stresses 
without being damaged. 

Bethlehem Omega Posts and Bethlehem 
(Cambria) Fence are merchandise that moves 
in increasing quantities as customers learn 
its value. 
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RED 
TANG 


METAL SAW TOOTH 

















Look for the 
RED TANG 


When You Buy 
A New File. . 





"Cuts Fast 

*Cuts Free 

*Cuts Smoothly 
*Cuts More Metal 
*Cuts Chips in Coils 
*Cuts Hard Steel 
*Individually Tested 








SIMONDS| 


SAW AND STEEL CO. 
FITCHBURG, MASS 





Labor Pains 


(Continued from page 31) 


sentative of your employees; the 
delegation says it is. Which is 
right? If the facts are not conclu- 
sive, the Board will order an elec- 
tion, and supervise it. 


Majority Rule? 

Puzzling questions of majority 
rule may be involved. The law does 
not define “duly representative.” The 
Johnson and Richberg statements do 
not clarify it. The National Labor 
Relations Board has issued the dic- 
tum (the Houde case) that the ma- 
jority shall rule, and that the minor- 
ity must abide by the majority vote. 
The principle of company unions is 
based on majority rule, as is our 
whole system of political govern- 
ment. Employers want to “uphold 
the rights of the majority”; the 
unions are just as anxious to “up- 
hold the rights of the minority” 
whenever they lose an election. It 
looks as if majority rule will win 
out, but that is up to the Supreme 
Court toward whom the Houde case 
is headed. 

If your store has been picked for 
a battle ground, you have been vis- 
ited by organizers, have appealed to 
the Board for determination of the 
question of representation, have held 
an election and your employees have 
chosen their representatives, your 
obligation is to treat with that body 
on all matters that may be raised by 
them concerning hours, wages and 
working conditions. The wise store 
head takes them into his confidence 
as well concerning plans, mark-up, 
current status of sales, operating ex- 
penses and profits. 


What Is “Bargaining’’? 


What is collective bargaining? It 
is more than just being agreeable 
and making conversation. There 
must be a serious effort to come to 
an agreement, to effect a meeting 
of the minds, formulated into a con- 
tract to be observed by both sides 
for a stated period of time. If you 
deliberately avoid an agreement, or 
cannot reach a common ground, your 
employees may postpone decision or 
call a strike or do whatever they con- 
sider necessary to protect their 
rights. You treat with whatever 
group is determined to be truly rep- 


resentative, regardless of whether it 
turns out to be an outside union or 
a company union or unorganized 
delegates selected by vote of your 
employees. 


Obviously Unfair 


That is the law as it exists today. 
It may not be the best answer or even 
the final answer, but right now it is 
the law. The biggest puzzle is that 
at present, when you do enter into 
a contract you must live up to it, 
but it is difficult to hold unions to 
it, because the law exempts them 
from responsibility. It is a weak- 
ness that retailers well might work 
with their representatives in Con- 
gress to correct or clarify. 

Does this current hullabaloo mean 
that all stores are about to be union- 
ized? Of course not. It is just as 
difficult as ever for unions to win 
retail employees to their ranks. The 
clerks’ unions never have amounted 
to anything except in a few cities 
where short-sighted store heads per- 
mitted working conditions to become 
intolerable. Strikes such as the A & 
P trouble in Cleveland and the Bos- 
ton Store picketing in Milwaukee re- 
sulted from a combination of mis- 
representation by union organizers 
and not-very-bright defiance on the 
part of management, due perhaps to 
confusion on the points brought out 
in this article. 


Persuade—Do Not Threaten 


But the law does mean that here- 
after your employees shall decide 
who is to represent them in any con- 
flict with you. You must not inter- 
fere with them in their choice. If 
there is no agitation for an election 
or for organization, there is no ob- 
ligation on employee or employer 
to organize. If an election is to be 
held, and a union is agitating for its 
members, you have a perfect right 
to electioneer” just as in a political 
election and try to influence the vote 
in favor of or against any slate of 
candidates, but you must not intimi- 
date anyone or interfere with free 
expression of choice, or fire anyone 
for joining a union. 

If a strike is called without de- 
mands and before the Board has 
ruled on the question of represen- 

(Continued on page 60) 
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Codes and the 
Sherman Law 


(Continued from page 34) 


What have we done here in the 
United States? We have made 
agreements on prices illegal. We 
have legislated that those who in- 
dulge in such agreements are taking 
part in a conspiracy. What has been 
the result? When the existence of 
their businesses were at stake, the 
merchants who could not openly 
make price agreements made them 
in secret. Everybody knows this. 
Nevertheless the Federal Trade Com- 
mission and the Courts act on the 
theory that agreements of this na- 
ture must not exist, and if they do 
they are illegal. But have you no- 
ticed that no one has been sent to 
jail, and the fines that have been 
imposed have not amounted to any- 
thing? The Sherman law is a “dead 
letter,” and everybody knows it. 
That is what codes ran up against. 

In open discussions of trade con- 
ditions it was soon found that there 
must be agreements and understand- 
ings between manufacturers for the 
orderly and profitable conduct of 
business. It was soon discovered 
that the secret rebater and price cut- 
ter was public enemy No. 1. 

All right! What is the answer? 
It is the same answer that was ap- 
plied in the case of prohibition. The 
law was a mistake. It was destruc- 
tive. It was not in the public in- 
terest. It was building up an army 
of outlaws. The same thing in my 
judgment is true of the Sherman 
law and the Clayton act, and the an- 
swer is that they should be repealed. 
In fact, this should have been done 
before the codes went into effect. 
The good that has been accomplished 
by the codes should be saved, and we 
should go on to new legislation in 
which reasonable profits will be pro- 
tected. 

There should be agreements in re- 
gard to price, but the government 
should sit in when these agreements 
are made, and the interest of the 
consumer should be protected by the 
government. It is certainly reason- 
able to conclude that such agree- 
ments made in the open, under gov- 
ernment supervision, would be con- 
ducive to better results for all con- 
cerned than secret agreements made 
in locked hotel rooms. 
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“We Don’t Sell Him Either” 


BUT--- 


MR. HARDWARE RETAILER:- 
What good does that do you? 


Wholesale Hardware distributors stra- 
tegically situated thruout the land, intelli- 


gently interested in your needs, have our 





correctly priced Tools, in the selling sizes 


and items only, all set up for conveniently 





offering to your public as values people 
are willing to pay ... and are buying... 
offering a margin that brings you a profit 


because you can sell these Tools. 


ASK YOUR JOBBER 


See our price-tags 
Note their helpful wording 


— our second century — 


The PECK, STOW & WILCOX CO. 
Southington, Connecticut 


This Spring and Summer ! 
SURE PROFITS with this com- 
plete line of Door Equipment 
EASY TO SELL in HOMES 
and BUSINESS HOUSES 
» —~EVEREDY DOOR CLOSERS 


Always work in any posi- 
tion because of EXCLUSIVE 
NEW PATENTED FEATURES. 
The standard for years. 
Retail 95c and $1.35. 






















Protect screens against 
sagging and puncture. 
Add years to life of doors. 
Fit any door. Retail 85c 
to $2.75. 


Prevent “Door Sag”. 
Easy to put on. Last for 
years. Cannot corrode or 
rust. Retail from 15c to65c 


ou,too,can MAKE MONEY selling 
these PROVEN MONEY MAKERS. . 
Easy to sell. Staple items for years. 
Soldbyleadingjobberseverywhere. 


The 
FREDERICK 
V 
: — ® Md. 








Labor Pains 


(Continued from page 58) 


tation, it will be declared illegal, 
and if it is interfering with your 
business you can apply to the Courts 
for an injunction. If a strike is 
called legally, after due procedure 
as described, it then becomes a battle 
of strength between you and the 
union. No problem of code viola- 
tion is involved (the only violation 
of the code would be a refusal in the 
first place to treat with employee 
representatives ) . 


If a Strike Threatens— 


Whenever you face a strike, go to 
the nearest Labor Relations Board 
and confer with the employer mem- 
bers informally. Lay all your cards 
on the table; ask them to advise you 
whether you have done all that is 
required of you. If so, you will 
have to go through with it, win or 
lose. Disorders must be handled 
under local ordinance regarding pick- 
eting, with local police protection. 

After a strike has been won, or 
settled by agreement or simply has 
petered out, don’t make the mistake 
of retaliating against your striking 
employees. Announce that you will 
hire them back without prejudice in 
order of application, as fast as work 
is available. Then live up to it 
scrupulously. It is not expected of 
you that you will discharge em- 
ployees who went through the strike 
with you, or who were hired during 
the strike. But as you take on others, 
select them from among the strikers 
in order of application. Afterward 
forget that they went out. It will 
pay you well, especially if the strike 
was badly licked. 

If you don’t want unionization, the 
best move is to anticipate what the 
demands might be which you would 
have to concede and do these things 
voluntarily, in advance. Hours are 
set by the code and are not a factor. 
Working conditions should be inves- 
tigated carefully, and any unfairness 
corrected. Especially is it important 
that you get rid of sneering, incon- 
siderate or dyspeptic subordinate ex- 
ecutives, young whippersnapper rela- 
tives and all in positions of authority 
who abuse their power. Move them 
back to the ranks and let them take 
orders, if you would keep them on. 
Provide incentives; review carefully 
the justice of different wage rates 


in proportion to the job, and see to 
it that the differentials above the 
code minimum truly measure the 
varying grades of skill and length 
of service. These are all part of 
your case when a showdown comes. 

Adequate employee records are es- 
sential now as never before. Anyone 
may be cited to disprove the charge 
that certain employees were worked 
overtime, and time cards or signed 
daily time records are the best de- 
fense. Weekly rating of employees 
on the score of efficiency, deport- 
ment, appearance, helpfulness to the 
business and other qualities that can 
be measured should be kept on rat- 
ing cards. Employees can be fired 
for inefficiency at any time, whether 
they are union members or not, and 
will stay fired provided the records 
are there to back up the action and 
to prove that it is not discrimination 
against the union. You cannot fire 
people for joining a union. 

This is no time to delegate em- 
ployee-relations to the sweet thing 
on the fourth floor. She is fine in 
her place, and her work is essential. 
But don’t expect her to be the buffer, 
or even the reporter of conditions. 
Find out for yourself. Assume or 
delegate to some one person full re- 
sponsibility for labor relations—not 
just the technicalities of the law, 
which ‘may change, but the underly- 
ing principles or humanics of em- 
ployee-employer relationship, which 
will not change unless you change 
them. 

Back up that person; help him 
avoid trouble. If trouble comes any- 
way, continue to back him and keep 
yourself clear of the heat of battle, 
working only through him. You 
must be the calm, sympathetic de- 
cider—not the fighter who must take 
it on the chin and keep going. 

Don’t be scared by organizers. 
With intelligent management and 
sound advice, retailers can come 
through this touchy period without 
much damage. Unions of clerks are 
not likely to be successful in the 
end. The law may be—should be— 
changed to compulsory arbitration, 
for the good of the country. But 
though we may not be unionized, all 
are going to be required to play the 
game hereafter according to definite 
rules instead of whims. 
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The | 


improved triple motion 


White Mountain 
Freezer 


The 
Highest Qual- 
ity Ice Cream 

Freezer 
Ever Made! 





IT PAYS TO CARRY 
WHITE MOUNTAIN FREEZERS 


Beeause the White Mountain Freezer Co. has 
been recognized as the leading freezer 
manufacturer for fifty years. 


the construction of White Mountain 
Freezers is superior to any on the market. 
They wear better, last longer, and are sim- 
ple, sure, and smooth in operation. 


Beeause 


Beeause a national advertising campaign, starting 
in May in women’s magazines with a com- 
bined circulation of 6,089,215, will help 
you increase your volume in White Moun- 
tain Freezer sales. 

Beeause White Mountain Freezers through their 
: world-wide reputation offer sales oppor- 
tunities unequaled by any other freezer. 





Sold only through Jobbers 


Ask about White Mountain Freezers today | 
| 
The WHITE MOUNTAIN FREEZER COMPANY, Inc. | 


Nashua, New Hampshire 
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@ Below. Edges 
of all our doors 
are ‘‘nosed,’’ 
rounded off like 
this. 






@ This is Door 
No. N-545 G14. 
One of our most 
popular doors. 


@ “Please notice that all the edges of National Screen Doors are 
neatly rounded off.” 


“Yes. I notice that. Il am certain that it will please my customers. 
But what has that rounded edge got to do with keeping out flies?” 


“Directly, nothing. Indirectly, the dickens of a lot. A company 
that goes to the trouble to put on that neat little finishing touch 
isn’t the kind to skimp on materials or bigger details. That ‘edge’ 
is an outward sign of inward quality and good workmanship.” 


“O.K. That sounds logical. But,I have to sell on price as well as 
quality and good looks. Doesn’t extra work like that make prices 
high?” 

“Then you haven’t seen our catalog and price list. National Screen 
Doors, Extension Window Screens and Window Ventilators are 
sold at prices that keep you in line with competition.” 


SEND FOR THIS CATALOG 4p 


a F 
| 


rc 
NATIONAL SCREEN COMPANY, SUFFOLK, VA. 
Please send us a copy of your 1935 catalog 
showing the complete line of National Screen 
Doors, Window Screens and Ventilators. 
Name 
Address 
City State 


New York Office: 253 Broadway 
Southern Selling Agents 
SAND & HULFISH, Baltimore 


NATIONAL SCREEN Co. 


SUFFOLK de epee VIRGINIA 
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THERE'S A 


(we New Way 


TO GET THE DIRTY WORK DONE 





A MERMAID PRODUCT 


Every married woman in your 
community is ready to welcome 
an honest product that saves 15 
to 30 minutes a day on dirty-work 
that women hate. Nature gave 
qualities to Anna Sponge that 
man-made articles don’t dupli- 
cate. A dip and it’s wet — a 
squeeze and it’s dry. No wonder 
Anna Sponge is considered the 
speediest household helper. 

Send penny post card for full 
color circular 33 showing amaz- 
ing new display that sells Anna 
Sponge on sight. Don’t forget to 
give jobber’s name and address. 


AMERICAN SPONGE & CHAMOIS CO., INC. 


47 ANN STREET, NEW YORK ” 


809 Montgomery Street, San Francisco 

















THE NEW PREMAX 


LAWN SPRINKLER 


DIFFERENT 

in Principle 
Head revolves on a water 
eushion—no metal bearings— 
fe friction—no wear! The 
Greatest improvement in 
sprinklers in years! Sells 
readily! Yields good profit. 
Operates on any water pres- 
sure—for large or small areas. 
A lifetime sprinkler. 


Write your jobber today for 
sample or stock. If he can’t 
supply you, write us direct for 
) Sulietin AWS 35 and prices. 








Western Association Convention 


(Continued from page 39) 


the resolutions included: Requests for 
more orderly distribution of binder 
twine; discount differentials for non- 
contract and contract implement deal- 
ers; study of taxation by public offi- 
cers seeking more equitable distribution 
of taxe levies; modification of bank- 
ruptcy laws; downward revision of 
R. R. freight rates, etc. 

All sessions were held in Ararat 
Shrine Temple. The exhibit was at 
Convention Hall and headquarters were 
at the Hotel Baltimore. The exhibit 
included a great variety of new mer- 
chandise. Every available space was 
taken and the dealers attended the 
show during the afternoons with the 


public invited Tuesday and Thursday 
nights. 

At the closing session, Thursday 
morning, Vice-President F. E. Millner, 
Miami, Okla., was elevated to the 
presidency succeeding Claude Cave, 
Dodge City, Kans. F. Ackerman, 
Sedan, Kans., is the new vice-president. 
New directors chosen are: Frank 
Stewart, Medford, Okla.; L. H. Dun- 
ton, Arcadia, Kans.; Ed. Fitzgerald, 
Jamestown, Kans.; Clarence G. Nevins, 
Dodge City, Kans. M. M. Smith, Clay 
Center, Kans., was chosen as Western’s 
representative member of the Central 
Code Authority, Retail Farm Equip- 
ment Trade. 





West Virginia Convention 


(Continued from page 35) 


was “The Obligation of the Manufac- 
turer to the Retailer.” Mr. Hood, 
speaking on “Team Work Between 
Wholesaler and Retailer.” He drew 
a comparison to a football team and 
its various positions. He said the game 
against depression so far has been a 
line smashing one and now we are in 
need of a more strategic game. He 
urged study for more creative selling, 
and pointed out that 80 per cent of 
the insurance in force today was sold 
after the prospect had said “No.” Home 
owners are not conscious of more than 
20 per cent of their needs, according 
to a careful survey, by Johns Manville, 
of 1000 homes. 

At Friday morning’s session, O. V. 
Bowling, the incoming president, ap- 
pealed for more membership. He 
spoke of the spirit of fellowship that 
is necessary to achieve the desired re- 
sult and pointed to the services of the 
association. He asked every member 
to endeavor to add friends and mem- 
bers to the association. 

Milton Marsh, of Weirton, W. Va., 
and a member of the Board of Direc- 
tors, took for his topic “Keeping Busi- 
ness in West Virginia.” He stressed 
the importance of advertising, services 
and prices, timeliness of merchandise, 
and ability to take care of special 
orders, such as machinists’ tools, stove 
parts, etc. Mr. Marsh’s paper was a 
lengthy one and contained much by 
way of urging concentration of buying, 
cooperation and remarks on the effect 
of codes, taxes, etc. 

Henhy Kalbitzer, Wheeling, W. Va., 
took as his topic, “The Future of the 
Hardware Business and Appliance Sell- 
ing.” He called for cooperative buying 
by dealers, fighting the chain stores 
and hit the ultility companies for en- 


croaching upon the hardware trade. He 
pointed out also that the gas companies, 
when they sell an appliance on the in- 
stallment plan (payments with the 
monthly gas bill), are in a position to 
enforce payments by cutting off the 
service. He stated this was an un- 
fair advantage. 

Friday afternoon brought Rivers 
Peterson, of the Hardware Retailer. He 
referred to the work being done by 
the association in codes, and the months 
spent in Washington on their study. 
He stated that the association had kept 
the interests of the small merchant be- 
fore the administration, had opposed 
any requirement to sign compliance 
certificates, protected its members from 
overlapping provisions of other codes, 
saved many thousands of dollars by 
work on single code assessments. Mr. 
Peterson’s talk concluded with a refer- 
ence to the articles in Hardware Re- 
tailer and the intention to continue to 
keep the price equalization problem 
before its readers. 

The question box was conducted by 
A. G. Shannon, of Buckhannon. 

Entertainment was plentiful and good 
this year. On Thursday evening, a 
Dutch dinner, a closed meeting, was 
held for the dealers and their clerks. 
The distributors and manufacturers of 
Wheeling provided an excellent enter- 
tainment and a buffet supper. W. F. 
Kennedy of Ott-Heiskell, and Frank 
Ebling, of Greer § Laing, took charge 
of the arrangements. Everyone present 
thoroughly enjoyed this event, featur- 
ing entertainers from Pittsburgh, and 
the work of Messrs. Kennedy and 
Ebling was highly commended. The 
annual banquet in the ball room of 
the Windsor Hotel, was addressed by 
G. W. Sulley of National Cash Register 
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POOR FENCE 
weakened by RUST often 


endangers valuable animals 
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Make a Sell 
fence that fights rust 


These advantages step you ahead of competition 


The odds are all against you when you gam- 
ble with poor fence. A few short years in 
this climate and ... BEHOLD! ... such 
fence is rusted out. A bad bargain for the 
farmer. A bad advertisement for you. 

Here’s money-making news! Red Brand 
Fence fightsrust years longer—gives you two 
important sales advantages. 


A thicker coating of zinc 
Enough copper in the steel 
Red Brand fights rust years longer, first, 
because of a patented (heat-treated) Gal- 
vannealed protective coating of zinc MUCH 
THICKER than you will find on the or- 

dinary galvanized fence wire. 
Red Brand fights rust, second, because of 
a real copper bearing steel that lasts at least 





Two Types of 
Steel Posts 


both nationally 
known brands— 
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LD 
at RED TOP 
POST 


Lf 
Grr Reinforced 
Studded Tee 
type,with 
handy fas- 
tener, identi- 
fied by the 
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KEYST' 
— TWICE as long as steel without copper. 
TeeRailtype Don’t gamble with poor fence that prema- 


with positive 
fastener, 
identified by 
a handsome 
“aluminum 
stripe.” 


turely rusts out. Sell genuine Red Brand 
Fence and get the reputation of selling the 
best fence obtainable in your territory. 
You’ll make bigger fence profits. 





Dealer prices—Agency details 
New Catalog describes Red Brand hog, field 
and poultry Fence, Red Top and Keystone 
Steel Fence Posts, and other wire and fenc- 
ing products. This catalog, dealer prices, and 
all agency details, are sent on request. New 
Fence Building Guide, for promoting 
fence sales, now supplied in quantities. 
Write today. 


Fence may now be purchased under N. H. A. 


KEYSTONE STEEL & WIRE COMPANY 
881 Industrial St., Peoria, Illinois 


RED BRAND FENCE 
"Fights rect 2 Wars! copper Soering 
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EXTRA 
HANDS 


during the late afternoon 
rush hour these extra hands 
give your customers quicker 
service and put extra 
money into your cash reg- 
ister. In that minute saved 
from wrapping time, your 
clerk can suggest and sell 
another item. 

Suggested sales make 
profit. Use the coupon below to ask for facts. 
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BE READY TO TALK 


SPRINKLERS 


WITH YOUR JOBBER... 


In order that you can build a better 
sales volume on lawn sprinklers for 
1935, learn all about the re-de- 
signed Allen line including several 
new numbers. Among them are 





square sprinklers, both revolving 
and stationary. Send today for 
our big 1935 Catalog listing over 
60 different types of sprinklers and 
nozzles. The various items are illus- 
trated in actual colors and unre- 
touched photographs show the 
action of each. 


This book is a valuable reference 
book and will help you in making 
sales. A copy will be sent to you 
Absolutely Free upon request — 
write for it today. 





One of the new items for 1935— 
the improved "Justrite" nozzle— 
made of heavy cast brass—attrac- 
tive and graceful in design. It can 
be adjusted to a fine or heavy 
spray, a long or heavy stream or 
can be complete- 
ly shut-off without 
back spray or 
leakage. Be sure 
and ask your job- 
ber about it. 





W.D. ALLEN MFG. CO. 


566 WEST LAKE ST., CHICAGO, ILLINOIS 


69 WARREN ST. NEW YORK, NEW YORK 








Co., Dayton, Ohio. He pointed out that 
habitual methods break down business 
and while proved methods should be 
retained, many old ideas must be re- 
modelled. The successful merchant’s 
mind must be open to change and im- 
provement. He must renovize, mer- 
chandise, modernize, advertise, analyze, 
supervise, sell and control. The ban- 
quet was presided over by W. F. Ken- 
nedy, president of Ott-Heiskell Co., 
Wheeling. 


Oscar V. Bowling, White Sulphur 
Springs, was elected president, suc- 
ceeding Virgil O. Hall, of Clarksburg. 
H. F. Cox, Fairmont, is first vice-presi- 
dent; Norman Cook, Huntington, sec- 
ond vice-president, and H. B. Clower 
was re-elected secretary-treasurer. The 
executive committee includes Lawrence 
Freeman, Sutton; Milton Marsh, Weir- 
ton; H. T. Frances, Grantville. 

The 1936 convention will be held at 
White Sulphur Springs. 





Method Competition 


(Continued from page 44) 


has eliminated from their stocks items 
that are not in common use; thus they 
have achieved a higher turnover and 
have reduced handling costs by hand- 
ling more of each item. As we study 
competitive problems, we find that 
quantity becomes a component part of 
price and without large quantities all 
down the line low prices cannot possi- 
bly be profitable. 

In order to illustrate what I have in 
mind, a few months ago one of our 
shoppers found some screw drivers in 
a limited price variety chain store sell- 
ing at 10c for the 6 in. size and 15c for 
the 8 in. size. We showed the samples 
to a number of manufacturers and with 
one exception they all told us that it 
could not be done. One manufacturer 
had greater visicn and he stated that 
if he could get a very large order, elim- 
inate labels, individual boxes and be 
permitted to pack the screw drivers 
into shipping cartons, he could make 
us.a price that would enable us to sell 
our customers so that they could prof- 
itably sell these screw drivers to the 
consumer at the chain store prices. We 
ordered a carload—90,000 screw driv- 
ers. From what he told us no manu- 
facturer ever before had made 90,000 
of this type of screw driver at one time 
and, as a result, manufacturing econo- 
mies were effected that were un- 
dreamed of. He actually delivered a 
better screw driver than the kind we 
were competing with. Notwithstanding 
the low price he made us, there still 
remained for him a fair margin of 
profit on the transaction. We had these 
packed in a shipping carton—100 of 
the 10c size and 50 of the l5c size. 
Lots of our customers complained of 
the quantity, but many dealers, even 
in small towns, have since reordered 
two or three times. I cite this case 
merely to prove that this price compe- 
tition often cannot be met without 
quantity, and quantity, of course, 
means method. If you have not the 
method to sell quantity on many items, 
you are out of the picture on price 
competition. 


I think it is a fair statement to say 
that the majority of retail hardware 
dealers are “purchasing agents” rather 
than merchandisers. Most of you feel 
that if you could only buy cheap 
enough your troubles would be solved 
and that is why you interview every 
type of salesman that comes into your 
store and why you are constantly try- 
ing to buy from the manufacturer 
rather fhan the jobber, thinking, in this 
way, you are solving your problem. I 
believe that method of doing business 
is wrong. Theoretically, no manufac- 
turer can afford to sell to a retailer at 
the same price as he does to the jobber 
and the merchandise that is distrib- 
uted in that way is overpriced mer- 
chandise to begin with. The dealer 
who is a merchandiser pays more at- 
tention to selection, buys what he 
knows the public want and thinks in 
terms of selling price and margin 
rather than cost. The purchasing agent 
method of doing business has not met 
today’s competitive problems and, 
therefore, it seems to me proves con- 
clusively that method is wrong. 

Supplementing this purchasing agent 
method there is another method that 
is worthy of comment. I refer to “co- 
operative buying by retailers.” I think, 
perhaps, it is the most natural thing in 
the world for a retailer when he is in 
need of a low price to meet competition 
to attempt to combine his requirements 
with the requirements of other retailers 
and, in this way, persuade some sup- 
plier to sell a group at a lower price 
because of the increased quantity. If 
this method reduced the cost of doing 
business, it would be a perfectly proper 
course to pursue, but when we analyze 
the whole situation, what costs have 
we eliminated? We start with a cer- 
tain amount of effort on the part of 
the retailer who heads the group and 
then we pass on to the manufacturer 
who accepts the order much of the 
wholesale function. Although the com- 
bined order might be fairly large, it 
cannot be as large as an efficient whole- 
saler’s order, and I mean by that a 
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FOR 
MORE PROFIT 


FASTER 
TURNOVER 


STOCK 






AMERICA’S LARGEST 
SELLING DAMPER 





The 


‘GRISWOLD AMERICAN 


* 
ORIGINAL STEEL SPINDLE..REVERSIBLE 


Griswold American Dampers are 
recognized as the leading Damp- 
ers today because Griswold origi- 
nated this damper and has 
constantly improved it with 
many fine features. 


The Steel Spindles easily pierce 
any stove pipe. Cut hole same 
size as spindle. The hump on 
spindle insures‘a positive lock. 
Nickel coil handle stays cool. 


The reversible feature of the 
plate provides for spindle being 
inserted from either side. In- 
sures easy, immediate and per- 
fect installation. The nickel 
finished |steel ferrule, enclosing 
the spring, protects it from heat, 
adds extra years of service. 


To save you the trouble of re- 
packing, rehandling, Griswold 
originated the improved pack- 
aging shown above. The con- 
tents are plainly stenciled on 
both ends of each carton. Easy 
to open and store, these car- 
tons eliminate the muss of 
shavings or straw. 


All your customer’s needs can 
be satisfied through the com- 
plete line of Griswold American 
Dampers. Regular size, 3” to 
7”. Furnace Dampers from 8” 


to 18”. Oval Dampers, 4” to 8”. 


All the leading jobbers stock 
and sell the Griswold ‘‘Amer- 
ican.” If your stocks are low, 
order your supply today. 








Manufactured and Guaranteed by 


THE GRISWOLD MFG. CO. 
ERIE, PENNA. 





JANUARY 31, 1935 





These AXES 








| 


COLLINSVILLE, 


"LEGITIMUS" — in English 
legitimate, genuine. This 
Trade-mark is your assurance 
of highest quality and value. 





LEGITIMUS 


CUT DOWN 


Sales Resistance 


HE Collins No. 986 Hudson 

Bay Axe is the only axe for 
many members of the various trail 
clubs throughout the country. 
Trail blazers require a heavy duty, 
all purpose tool—and Collins No. 
986 has got what they need— 
strength without excess weight; 
balance that gives the sure easy 
swing in all positions; and stam- 
ina — that in-built quality that 
makes an axe “take it” and like it! 


All Collins products—axes, hatch- 
ets, bush hooks and hoes—measure 
up to their job. 109 years’ experi- 
ence in making fine edged tools 
assures your customers of getting 
what they expect in quality, and 
at the right price. 


If your jobber cannot supply you 
with the Collins line, write to us. 


HALF HATCHET 













BOY SCOUT AXE 


tHe COLLINS co 


CONN. 














No. 986 
HUDSON 


BAY 
AXE 


Axes and Hatchets 
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in Pliers 


KLEIN 


remem BQ ILE EN comes 


3200 BELMONT AVE., CHICAGO 
ed 
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OOD workmen demand 
good tools—your cus- 
tomers appreciate 

quality in pliers—that’s why 
they demand Kleins. Klein 
Pliers have been the stand- 
ard with master workmen 
and public utilities “since 
1857,” and are made in a 
wide variety of sizes and 
styles to meet every require- 
ment. Check over your 
stock of Kleins with your 
jobber and be prepared to 
fill the needs of your cus- 
tomers who want the best. 


Buy From Your Jobber 











wholesaler who serves hundreds and 
even thousands of dealers. The manu- 
facturer’s cost in making direct ship- 
ment to the dealer, collecting the ac- 
counts, etc., is always greater than the 
wholesaler’s cost because he is not or- 
ganized for that service, so if we fairly 
charge all of the costs attendant to this 
method, it will be found that no real 
saving has been accomplished—it sim- 
ply transfers costs from one branch of 
distributing to another. Cooperative 
buying goes back for several hundreds 
of years. Some efforts have been suc- 
cessful temporarily—usually due to the 
particular ability of the individual who 
heads the group, but most of them have 
always ‘failed for the reason that this 
method’ does not eliminate anything-— 
it merely transfers. 

Another method that I would chal- 
lenge is the method of selection. It is 
not price alone that sells merchandise. 
As a matter of fact, in my opinion, 
proper selection has just as much to 
do with it. Granted that every item 
in a merchant’s store is competitively 
priced, the merchandise cannot be sold 
if it is not attractively displayed and 
properly advertised. Most individual 
hardware stocks today are the result of 
the whims of the buyer. Green may 
be the popular color, but if blue is his 
favorite, it is blue that he buys. As a 
result, a typical hardware stock repre- 


sents the taste of that particular buyer ~ 
rather than the demands of the com ~ 


suming public. Notwithstanding mar- 


ket surveys, which the wholesale buyer * 
or manufacturer may have made before-* 


offering the line to test out the pub- 
lic’s approval, if the buyer decides 
that he does not want it, he will not 
buy it. To illustrate this point, a few 
months ago my company brought out 
a popular priced line of flashlights. 
The assortment contained two large 
5-cell flashlights. Many of our sales- 
men complained and, /of course, they 
were voicing the sentiments of their 
customers that this type of flashlight 
would not sell and they objected stren- 
uously to having it included. . Experi- 
ence has proven, however, that these 
particular types were frequently the 
first to be reordered. As another ex- 
ample of market surveys in the matter 


of selection, I would like to refer to 
paint. Some months ago we learned 
that more than 90 per cent of the paint 
business was done in 12 colors I won- 
der how many retailers know that and 
know what the colors are and if their 
stocks are properly balanced for that 
demand. 

I think jobbers must look to their 
methods just the same as retailers. | 
feel jobbers should give some thought 
to concentrating their business, plac- 
ing larger orders farther in advance of 


the season and not at so close intervals. - 


I believe retailers must do the same. 
That is one way of reducing costs. Re- 
ducing costs mean lower prices. Lower 
prices mean ability to meet competi- 
tion. I think jobbers must center their 
business with fewer factories, thus sav- 
ing manufacturing costs. By the same 
token I think dealers should concen- 
trate their business with fewer jobbers. 

The method of marking up goods 
should also be studied. This applies 
to both jobbers and dealers. Turnover 
goods that are in every day demand 
must be sold at competitive price 
levels. You cannot expect your cus- 
tomers to pay you more than they do 
the chain store down the street unless 
you are prepared to demonstrate the 
difference in value to account for the 
difference in Price. The mark-up on 
' rvice items not car- 
, utlets should be in- 
cre . of slower turn- 
“over. mech anigh up capital. The old-fash- 

tht 50 per cent mark-up is 

<i past in the modern store. 

it is ‘is ecndigteodoqantd on some lines 

and. altogether, too-high on others. No 

flat percentage. would work and proper 

mark-up is the result of careful study 
of competition. 

Last, but not. least, J think your 
method of display and advertising 
should be” studied improved. In 
many cases it is “not as good as the 
method followed by your chain store 







petitor, © 
I hope you will agree that, after all, 
it is-morjall price. It is method that 
really counts and that if we sufficiently 
improve our methods, this very serious 
matter of price competition will largely 
take care of itself. 





Skilsaw Adds 54” Standard Drill 


The Skilsaw Ball Bearing Electric Drill, 
is now offered with 5% in. capacity in steel. 
Has motor for Universal operation on D.C. 
or A.C., 60 cycle or less (all voltages) and 
armature is statically and dynamically bal- 
anced to eliminate vibration. Field and 
armature windings baked in Bakelite and 
varnish. Housed in die cast aluminum 
alloy body. New Departure ball bearings 
throughout on motor, spindle and gears. 
Weight 15 lbs., Jacobs chucks, extra capac- 
ity (100 per cent overload). Bakelite en- 
closed switch with patented Snuff-Arc 


construction for long life. Skilsaw, Inc., 
3310 Elston Ave., Chicago, III. 





Consolidated Supplement 
Features All Wave Antennas 


This supplement features a variety of all 
wave antennas, constructed along the 
Doublet, Hertz Half-Wave and Marconi 
Quarter-Wave Systems. Designed for op- 
eration with popular receivers. A number 
of late developments in the antenna acces- 
sories field are featured. Consolidated 
Wire & Associated Companies, Peoria and 
Harrison Sts., Chicago, Ill. 
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Better Housing 


Quality Hardware No. 131 


IN ADDITION TO GIVING 
DEPENDABLE SERVICE 








ADD THAT ARTISTIC 
TOUCH TO EACH 
HOME THAT INSURES 

SATISFACTION — 


No. 348 No. 460 








(SRIFFIN 


nufacturing Company 


ERIE, PENNSYLVANIA 








Branch Offices and Warehouses:- 


NEW YORK: 45 Warren St. BOSTON: 113 Purehase St. 
CHICAGO: 162 N. Clinton St. SAN FRANCISCO: 703 Market St. 

















Nationally Known 
For Its Rust-Resisting Quality 
And Beautiful Lasting Finish 


Rust plays havoc with ordinary screen 

cloth. GRAY-WICK is made rust-resist- 
ing from FULL GAUGE Copper Alloy Open 
Hearth Steel. Its dull finish is thoroughly gal- 
vanized — properly electro zinc coated — and 
generously enameled with a tough pigmented 
varnish—a double protection against corrosion. 
The high quality of GRAY-WICK and its good 
reputation has made it a Nationally Known 


Seller. 


Cortland GRAY-WICK 
Screen Wire Cloth 


is made complete right here in our own mills in 
Cortland, N. Y. We control every operation 
from raw material to finished product. GRAY- 
WICK is very attractive—makes fine looking 
screens. Widths 18 to 42 ins. inclusive in even 
inches, also 48 ins. Standard 100 ft. rolls. Each 
roll shipped in strong individual fibre cartons to 
insure clean, undamaged rolls and attractive dis- 


play. GRAY-WICK returns a good profit. 


® Your Jobber will supply you. 


Wickwn 
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MADE IN U.S.A 
BY 


meta ie 0 ee A 2 Oe OO 


. INDIANA, 





Now—you can obtain perfect hex- a 
agon-mesh and perfect straight-line | 7 
netting from the same dependable a 
source. U.S. HEXLOK and U.S. 1g 
STRAITLOK are more uniform, | 
more rigid, easier to handle and cut, | iy 
more durable in service. Made with | 4 
the famous Lock-Twist Weave, both $ 
come from the loom under smooth, | 2 
even tension, lie flat when unrolled, |q@ 
stretch perfectly. = 

U.S. HEXLOK and STRAITLOK |= 
Poultry Nettingscomeinall standard |— 
widths; one and two inch mesh; gal- Z 
vanized before or after weaving. By |™ 
concentrat'ng on this great line, , ten | Z 
ers can fill every trade demand and |™ 
meet every phase of competition. - 

Zz 
@ 
v 


Ask your Jobber or write direct to 
INDIANA STEEL & WIRE CO. 


Muncie, Indiana 


PERFECT HEXAGON NETTING» 
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They Buy Wrought Washers 
In Ten-keg Lots 


PPLICATION of the idea of 
A selling related articles wher- 
ever possible, an admonition 

that has many times been repeated 


| in Harpware AGE, has stepped up 


the volume of washers for the G. A. 
Butter Hardware Co., Milwaukee, 
Wis., to the point where they now 
buy them in ten-keg lots. 

Every time a customer purchases 
bolts, it should be evident that he 
also needs washers, several of them. 
Often the use of a single bolt necessi- 
tates the use of four or five washers, 
beneath the bolt end as well as be- 
neath the nut at the opposite end, to 
prevent the bolt head and nut from 
into the material being 
bolted. 

In addition to this need, washers 
are required in many instances as 
spacers, particularly where the 
threaded portion of the bolt does not 
extend down to where the bolt 
emerges from the assembly. Here 
the nut cannot be screwed tight where 
there is such an intervening length 
of unthreaded bolt, and _ several 


washers are required to fill in the 
additional space. 

These facts were pointed out to 
every clerk in the Butter store and 
instructions given to bring them to 
the attention of every purchaser of 
bolts. They were told to present 
these facts in the light of a service 
rendered the customer—to save him 
time on the job—time that would be 
wasted if he had to delay in order to 
return for the washers. 

The Butter store sells from four 
to eight washers with every bolt, and 
reports that it is surprising to note 
the effect upon normal sales in the 
bolt department. Earl R. Butter, 
general manager, recommends this 
plan to every hardware store as a 
sure means of increasing volume and 
profits. 

Look about your store and see if 
you can find other items that can be 
tied up with a related sale as effec- 
tive and profitable as this one. The 
aggregate benefit of these additional 
sales cannot be overestimated. 


Dont Forget ' 
YouliNee a WASHERS 


With Your BOLTS 
we Carry Every Size 





G. A. Butter Co., Milwaukee, Steps Up Volume by Related Selling 
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REASONS 


MAKE THIS THE 
PROFIT MAKER 











The REASONS... 


Genuine Al. Foss Pork Rind does not | 


spoil—result, no lost stock, no disgruntled | 
customers. Your profit per sale is at least | 
twice that on the cheap, low price kind. Our | 
advertising in leading outdoor magazines 
keeps it sold to the fisherman. Why not | 


increase your profit and end your pork rind 





troubles? Your jobber can furnish the | 


genuine Al. Foss Pork Rind Strip. | 


THE AMERICAN FORK & HOE COMPANY 
Dept. H. Geneva, Ohio 


AL. Foss 


PorK RIND BAITS 
A TRUE TEMPER PRooucl 


JANUARY 31, 1935 


Sporting Goods Division 





QUALITY STONES 


SINCE 
1823 





You Can be Proud to Carry 
NORTON 





PIKE OILSTONES 


In NORTON PIKE you can provide your 
trade with these THREE world famous oil- 
stones. For years and years, these names 
have stood for QUALITY and FULL VALUE. 
A line of Sharpening Stones that adds to the 
prestige of your store. 


YINDIA 
* Lily White WASHITA 
” Genuine HARD ARKANSAS 


hd shaun the coupon for prices, discounts, illustrations and 
descriptions. 


v 


Ee” BEHR-MANNING 
Niprowasmnnig TROY, N. Y. 

e s Sales Representatives in U.S.A. for 
NORTON PIKE PRODUCTS 














BEHR-MANNING ~- TROY, N. Y. 


Send us full information on NORTON PIKE OILSTONES. 
Send the “How to Sharpen’’ booklet, too. 


Firm 
City 


HA 131 

















69 








What's New 


for Retail 
Hardware Stores 


Hyde Super Hydex Steel 
Putty Knives and Scrapers 


Hyde unbreakable putty knives and 
scrapers are made of Syper Hydex Steel, 
an alloy. Available with Rosewood handles, 
both bolster and nonbolster style. Bolster 
putty knives and scrapers are wrapped in 





individual Cellophane envelopes. Putty 
knives available with both stiff and elastic 
blades; scrapers have stiff, semi-elastic and 
full elastic. Illustrated is the 5-EB putty 
knife. Hyde Mfg. Co., Southbridge, Mass. 





Nicholson Superior Brand 
Milled Tooth Files 


Illustrated is one of Nicholson’s Superior 
Brand files with curved teeth having just 
the right rake and clearance to insure 


rapid and easy cutting, shearing surface 
of metals, says the maker. Offered in both 
rigid and flexible types. Flexible files de- 
signed for use with special handles on 
either concave or convex surfaces. These 
files especially useful to automobile body 
workers and others doing filing on sheet 
metal where curved surfaces must be 
finished. Made in 15 designs, including 
narrow flexible file for use between strips 
of molding, square standard cut file for 
use on keyways and Superior half round 
standard cut file with teeth on convex 
side only. Superior file illustrated is the 
flat standard cut file, which does work 
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New and Improved Merchandise— 
Display Helps—Sales Liter ature— 
Window Trims— New Packages 
—New Colors—New Deals— 


Catalogs... 06s eceseces 














ordinarily done by the bastard cut file. 
It is especially effective on aluminum cast- 
ings, Babbitt, brass, cast iron, copper, fibre, 
hard rubber, marble, sheet metal work, 
slate and wood. Nicholson File Co., 
Providence, R. I. 


Continental Steel Corp. 
Issues Farm Calendar 


The Continental Steel Corp. farm calen- 
dar is the first of a series of direct mail- 
ings being sent out by this company dur- 
ing the year. Each calendar is imprinted 
with the name of the Continental Flame 
Sealed Fence dealer into whose territory it 
is mailed. In addition to the full twelve 
month calendar pad it contains twelve 
extra pages of tabulated information re- 
garding basic farm subjects such as live- 
stock, poultry, crop rotation, fence and 
gates, farm records, miscellaneous tables, 
weights, measures, etc. Measures 9% by 
14 in. Printed in four colors and sent 
without cost to all farmers whose names 
are sent in by Continental dealers. Conti- 
nental Steel Corp., Kokomo, Ind. 


Display Board For 
Turnbuckle Assortment 


Car Products Co. No. 50 assortment of 
cadmium plated turnbuckles comprises 36 
turnbuckles, 12 sizes. Board measures 





9 in. x 18 in. Lacquered natural finish. 
Weight 12 Ib. Packed one assortment 
in carton. Assortment contains most pop- 
ular sizes. Retail sales value $11.00. Car 
Products Co., Cleveland, Ohio. 





Norcross Offers “Bushnell” No. 10-B Garden Grower 


Designed to meet the demand for the 
low price field the 10-B “Bushnell” garden 
grower has 814 in. diameter reel with eight 
high carbon 10 in. steel blades, sharpened. 
High carbon steel weeding knife sharpened 
on both edges, reversible and adjustable 


able prongs. Lawn mower type, hardwood 
handle, adjustable for height. Leaf guards, 
two-bar, one-piece construction, oscillating, 
full floating and detachable. Metal parts 
finished in blue-gray enamel. Packed one 
in a carton. Shipping weight 16 lb. This 





for depth. Cultivator, five shovel-prongs 
5/16 in. square spring steel securely bolted 
to drawbar. Cultivates full width of ma- 
chine, 10 in. Detachable and interchange- 


and other items in the company’s “Bush- 
nell” line as well as’ the “Norcross” line 
are described and illustrated in catalog A. 
C. S. Norcross & Sons, Bushnell, Ill. 


HARDWARE AGE 














nt of 
3 36 
sures 


inish. 
ment 


Car 


wood 
ards, 
iting, 
parts 
1 one 


This 


3ush- 
line 
yg A. 


AGE 





WestBenb 
ViNiel Tap 
ALUMINUM 


New Line of 10 Utensils 


Truly matched in a fresh new design, the 10-piece group 
carries out a single theme of graceful lines. 

Another modern feature-—this new line is available in 
two exterior finishes: fashionable Satin-Ray with red bake- 
lite trimmings or the Silver Sheen finish with black 
bakelite. 

Entirely different from old conventional shapes, yet not 
severe in so-called modernistic lines, the new West Bend 
utensils are sure to be popular in 1935. 

More good news—although every item in the line is a 
new creation in design, finish and trimmings, every utensil 
will be regular in price. 


Write for samples and prices 
on these 1935 profit makers! 


WEST BEND ALUMINUM CO. 


Dept. W30 West Bend, Wisconsin 





















Setting the 5< for ’35 ae 


Tmrs one more way we could help you sell more Horse Nails this year! We Colors 


couldn’t make better nails, for Fowler & Union brands are already perfect— 

99.98% uniform—so we’re putting them in better boxes. ees 
Up-to-date packages have made astounding sales increases for many well-known green : 
products. From the good news we're getting about these attractive new boxes 
designed by a specialist, we know they’ll sell Horse Nails for you! 
Fowler & Union Cold-Rolled Horse Nails, the blacksmith’s favorite for 50 years, 
will make more new friends for you. 

If you haven’t already ordered your stocks in the new boxes, 

do it now—let them go to work for you right away! 
—Order from your Jobber— 









—  — Svan | to on 
your Sales: 


Cft,,, | FOWLER & UNION HORSE NAIL CO. bao 








Y). 4 1038 MILITARY ROAD, BUFFALO, N. Y. 
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WoMEN WILL BUY 


New Labor Saving Items | 


if they 
are Priced Right 


A Self-Heating Iron without cords 
or attachments. Priced below 
any iron of comparable quality 
and still carrying an attractive 
profit. Every woman wants one. 
Handsome appearance, less tir- 
ing to use, lower ironing cost. 
A wonderful gift item of prac- 
tical utility that any homemaker 
will appreciate. 


Radiant Self-Heating Iron—beats elec- 
tricity or gas. Lights with a match. 
Cheaper to operate—only 1c for an 
average ironing. Brass front, handle 
straps and top plate heavily nickel 
plated; base chrome plated. 

Base pointed at both ends, with button- 
beveled edges. Ever-cool handle fin- 
ished in black and silver. 

Brass coil generator started with match 
in few seconds—ready to iron in 40 
seconds. Heat evenly distributed— 
point to point—easily regulated. Just 
right weight for pressing or ironing, 
Complete with rest, pressure pump, 
strainer funnel, cleaning needles, 
wrench, extra generator, and full 
directions. 


THE RADIANT LINE 


Includes de luxe and utility models of 
graceful, high-powered lamps, as well 
as 300 candle power lanterns and self- 
heating irons. 

New merchandise that attracts buyers 
and sells fast at a good margin. The 
Radiant Lantern is an especially good 
item, appealing to outdoor workers, 
farmers, hunters and tourists. More 
light—lower cost—less trouble. 

The Radiant Self-Heating Iron—a 
labor saver for women. Does whole 
ironing for a few cents. More conven- 
ient, and priced lower than ordinary 
electric or gas irons. Heavily nickel 
and chrome plated. Fix up a Radiant 
department and watch the sales grow. 
Send today for literature and dealer’s 
discounts. 


RADIANT PRODUCTS INC. 
101. Radiant Bidg., Akron, Ohio 


RADIANT 


PRODUCTS 






































Melt-Ice For Taking 
Ice From Sidewalks 


Melt-Ice is sprinkled over ice coated sur- 
faces and is designed to make ice porous 
causing rapid disintegration. The maker 
states that it is a harmless chemical which 
will not freeze while any moisture remains 
—even at 50 deg. below zero. It is for 
use on sidewalks, driveways, stone, brick 
or cement steps, etc., as well as for frozen 
leaders, fire hydrants, sewers and catch 
basins. May be used to prevent water 
in fire pails and barrels from freezing, and 
to keep dust from coal. Packed in 100 
lb. moisture proof bags, 100 and 400 Ib. 
drums. Literature available. Kalco Prod- 
ucts Corp., 204 West St., New York City. 


No. 17 Push Clip 
Counter Display 


This colorful counter display box for 
Justrite Push Clips contains three dozen 
cards each holding eight clips. Display 
carton takes but small counter space. There 
are: 9 cards ivory; 3 cards white; 9 





cards old gold; 6 cards dark brown; 6 
cards dark red and 3 cards green. List 
price 10c per card of eight. Dealer cost 
$2.25 for carton of 3 dozen cards. Just- 
rite Mfg. Co., 2061 Southport Ave., Chi- 
cago, Il. 


Tucker Duck & Rubber 
Issues 1935 Catalog 


The 1935 catalog of Tucker Duck & 
Rubber Co., shows Peerless camp and fold- 
ing furniture and Tucker’Way all wood 
folding chairs. This attractive book has 
a cover printed in four colors, the center 
spread of four pages is in eight colors and 
the remainder of the book is in two colors. 
In addition to popular numbers that have 
been continued with regular stock items 
a new chair, the No. 45, is featured. It is a 
new design in a yacht chair style made in 
a combination of colors. An all wood re- 
clining chair is also featured, being pro- 
duced in a popular priced line. Tucker 
Duck & Rubber Co., Fort Smith, Ark. 


“Holdems” For Holding 
Chair Rungs, Table Legs, Ete. 


“Holdems” are small curved spring steel 
devices, about the size and shape of a 
fingernail, with prongs which, when in- 
serted in a socket with a loose rung grip 
fast to both rung and socket. The maker 
states that once the rung is driven home 
“Holdems” will hold indefinitely. Offered 
in five sizes, varying in length and width 
to fit standard rung dimensions. May also 


be used to hold table legs, mallet heads, 
etc. that have become loosened. Counter 
display of “Holdems” contain 12 boxes 
having a suggested retail selling price of 
25c each. Dealer discount 33 1/3 per cent. 


REMOVE 
RUNG 






INSERT 
HOLDEM 


There are 30 “Holdems” to a box in as- 
sorted sizes. Display carton measures less 
than 6 in. sq. A. & F. Products, 1 W. 37th 
St., New York City. 


G.E. Automatic 
Electric Water Heater 


This attractive General Electric auto- 
matic water heater was styled to harmonize 
with the new low priced General Electric 
Companion range and G.E. Liftop refrigera- 
tor. Stands 36 in. so that three appliances 
may form harmonious combination. Thirty 
gallon capacity. Occupying minimum of 
space. Top finished in white porcelain 
permitting its use as a working surface. 
Tank housed in heavy rectangular steel 
case with baked white enamel finish is 
Cop-r-loy all-electric welded and _ heavily 


<i on 














dip galvanized. Calrod self-cleaning im- 
mersion unit mounted on brass flange-type 
support. Furnished in nine sizes ranging 
from 500 to 3000 watts. Easily removed 
Thermostat adjustable from 130 to 200 
deg. with factory setting of 150 to 155 
deg. Rock wool insulation averages 3 in. 
in thickness. Plumbing connections are 
%4 of an inch. Deflector reduces velocity 
of incoming water spreading cold water 
evenly across bottom of tank reducing to 
a minimum mixing with stored hot water. 
List price, GW301 A heater, $63. General 
Electric Co., Specialty Appliances Sales 
Department, Cleveland, Ohio. 
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The New Way to Sell New, High-Quality Fly Ribbons— 
FROG and FLYROL Brands Now Delivered in 








FLYROL DISPENSER 
beautifully colored red & black 





Attracts cus- 
tomers who 
serve them- 
selves while be- 
served with 
other goods. It 
a 


4 ribbons 
for 10 Cc 


wrapped in our 
exclusive VISI- 
PAK transpar- 
ent package. 
Hangs any- 
where and 
takes up no 
valuable space. 
Measures only 
4x4%x12 inches. 


catches flies 
: and holds 
them fast 


FROG ‘‘SELF-SELLER”’ 


colored red, green and brown 


‘Invites the 
customer’s eye 
like the ribbon 
the fly.” It re- 
tails 


2 ribbons 
for 5 Cc 


The ribbon pops 
right into your 
hand, and an- 
other is always 
ready forthe 
next customer. 
Measures only 
2x4x16 inches, 
Hangs any- 
where and 
makes useless 
space valuable. 







this. 
















space. 








**Automatie’? Vendors 


No more need for unsightly incon- 
venient space-wasting boxes like 





As out-of-date as an ancient 
Ford car —it is a dust-collector 
and wastes your valuable counter- 


¢ Sales to Wholesalers only. 











COTTE MANUFACTURING CO., 


U. S. DISTRIBUTORS: LARGEST MANUFACTURERS IN THE WORLD OF FLY RIBBONS AND ALLIED PRODUCTS 







¢ Reputable brokers 
and distributors 
wanted everywhere. 










Order from your own 
wholesaler. We do not ship 


to retailers. 


Inc. 









EXECUTIVE OFFICES: 
120 WALL STREET 
NEW YORK, N. Y. 




















Business must be regu- 
lated as well as traffic. We stopped 
you just long enough to tell you that 
copy for your Classified Opportuni- 
ties advertisement together with 
your remittance must reach us at 
least 18 days before publication date 
to insure insertion. 


Go 


HARDWARE AGE 


Classified Opportunities Dept. 
239 West 39th St. + New York City 


to it! 














Sends many 
customers 
to dealers 
Booklet tells how to beautify 


every room in the home and 
increases demand for 


Moore 





Aluminum Push-Pins 
Glass Head Push-Pins 


Push-less Hangers 


to hang up things easily 
without marring wall pa- 
per, plaster or woodwork. 
Write direct for a supply 
imprinted with your name. 
Wherever displayed, 
our new all-metal Revolv- 
ing Display Cabinet, 
holding the popular as- 
sortment of 72 window- 
front Packets, makes 
continuous sales. 


Your Jobber Will 
Supply You 








MOORE PUSH- 
PIN CO. 
113-125 Berkley Street 
Philadelphia, Pa. 





JANUARY 31, 


1935 


























SOLID 
PIPE DIES 


Nesco Kerosene Stove Catalog 


This catalog covers four lines of kero- 
sene stoves and ranges and lists 32 dif- 
ferent styles of stoves. It also includes a 
complete listing of portable ovens and 
kerosene oil heaters. Designed for use as 
a merchandising manual as well as a cata- 
log, this booklet has selling copy for the 
jobber salesman and dealer to use when 
contacting their customers. Illustrations 
show the different models in actual colors. 
National Enameling & Stamping Co., 270 
N. 12th St., Milwaukee, Wis. 





Streamlined Letter Box 


is one of the Washita stones, says the 
maker. Durable leather case made from 
genuine pigskin supplied with each stone, 
protecting clothing. Behr-Manning Corp., 
Troy, N. Y., distributors in the United 
States for Norton Pike products. 





Hoppe’s Gun Cleaning Patches 


Packed in round containers with sealed 
telescope tin top, with attractive labels in 
bright colors, carrying out Hoppe’s color 
scheme Hoppe’s Gun Cleaning Patches are 
of specially selected grade and weave clean 
white cotton flannel. Weight, or thickness 
and strength are carefully balanced for 


Chasers cleaning bores of all firearms with Hoppe’s 
Must be With Thermometer Solvent No. 9 and swabbing bores with 
**Backed-off”’ This one piece mail box is available with Hoppe’s Lubricating Oil and Hoppe’s Gun 
Toda or without a thermometer. Box drawn of Grease. Weight or thickness of patches 

y one piece 24 gage steel. Made rust proof is the same in all sizes—No. 1—.22 caliber, 





and attractive by application of wrinkle 
finishes, baked under extra high tempera- 
ture. Box is of modern design and is sup- 
plied with two keys and paper holder. 
Measures 10% in. x 6 in. x 2 in. Offered 


ARMSTRONG BROS. Stocks are of Certi- 
fied Malleable Iron, accurately machined 
and now Cadmium Plated. Trim, balanced 
too's, they take the awkwardness out of 
pipe threading. 

ARMSTRONG BROS. Dies are 
Vanadium Tool Steel with ‘“‘backed-off’’ 
teeth that start easily, cut with less effort, 
cut faster, smoother threads and come off 
pipe without tearing or jamming. 

Today pipe tool buyers know that dies must 
be “backed-off" to eliminate “drag,"’ to cut 
smooth threads. They have also learned to 
look for the Arm-and-Hammer Mark as 


Special 





the guarantee of highest quality. 


Write for the new B-35 Catalog show- 
ing the latest additions to the most 
complete line of pipe tools made. 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 
314 N. Francisco Ave., CHICAGO, U. S. A. 








HORSE 
AND 
MULE 
SHOES 


BURDEN IRON COMPANY 
TROY, N. Y. 














The Original 
“HORSESHOE MAGNET” 
HAMMERS 


Steel Forgings, Perma- 
nent Magnets. The best 
magnet hammers on the 
market. Give long and 
satisfactory service. The 
Hammer holds the tack. 


ARTHUR R. ROBERTSON 


Sole Manufacturer 
596 Atlantic Ave., Boston, Mass. 


i 








“IT'S THE HANDIEST 
SOLDER 
YOU EVER SAW” 


The book HOW TO SOLDER 
with each package shows 


how. Solders all c 
metals except alumi- 1 
PE ésntncddeeesschs 


THE M. W. DUNTON CO. 
Providence, R. |., U. S. A. 
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in solid brass, black, green and brown 
wrinkle and black japanned, without 
thermometer. With thermometers offered 
in black, green and brown wrinkle, black 
plain semi gloss and green plain semi 
gloss as well as solid brass. List prices 
range from 50c to $2.00 each. The Metal 
Fabricators, 1019 Bidwell St., N.S., Sta., 
Pittsburgh, Pa. 


Norton Pike Sportsman 
Stone Has New Display 


This new and attractive counter display 
illustrated for showing the Norton Pike 
Sportsman stone is compactly built and 
holds six stones. Several outdoor scenes 
shown on card which is printed in orange 
and black. This combination stone, which 
is of particular interest to hunters and 
fishermen, has one side made from coarse 
grit, rapid cutting India. Designed to 
quickly bring dull axes and hatchets to a 
working edge and on very dull knives of 





all kinds supplies preliminary bevel which 
can then be finished to keenest kind of 
an edge on opposite side of stone which 





No. 2—.22—.270, No. 3—.270 to .35, No. 4 
—.38 to .45 caliber and .410 to 20 gage, 
and No. 5—16 to 20 gage. Five separate 
sizes serve for cleaning and swabbing bores 
of all rifles, revolvers, pistols and shotguns. 
Sizes 1, 2 and 3 packed 100 patches in a 
can, 12 cans in a carton. Size No. 4 
patches packed 75 in a can and size No. 5 
packed 50 in a can; both sizes six cans 
in a carton. Suggested retail selling price, 
25c per can. Frank A. Hoppe, Inc., Phila- 
delphia, Pa. Sales representatives; Ed. 
W. Simon Co., 302 Broadway, New York 
City and H. L. Bowlds, 108 W. Second 
St., Los Angeles, Cal. 





Edison General Electric 
Booklet On Electric Ranges 


“A Modern Alice in Wonderland” is the 
the title of an Edison G.E. booklet on Hot- 
point electric ranges. The story takes an 
adult Alice into a modern electric kitchen. 
There are full page photographic illustra- 
tions throughout the booklet which is 
printed in two colors and has 36 pages of 
information. The last seven pages of the 
booklet are devoted to recipes. Designed 
as a give-away piece in retail selling the 
booklet is supplied to Hotpoint Range dis- 
tributors and dealers at a price of 3 cents 
per copy. Edison General Electric Appli- 
ance Co., Inc., 5600 W. Taylor St., Chi- 
cago, Ill. 





Goulds Pumps Issues 
1935 Dealer Catalog 


The Goulds Pumps 1935 catalog contains 
data on pumps and water systems, includ- 
ing many new and improved products. 
Goulds Pumps, Inc., Seneca Falls, N. Y. 
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Antique Bronze 
Brass - - - Copper 








HANOVER 








Stainless Steel 
Special Alloys 
Aluminum 





Higher Quality Merchandise 
at No Higher Price 


Ask Your Jobber 


HANOVER WIRE CLOTH CoO. 


ale 





Hanover Pennsylvania 


A New Counter Item 
To Hold,Loose Chair Rungs 
Permanently Fast! 


HOLDEMS have been used successfully for sev- 
eral years by some 150 institutions to fasten loose 
chair rungs and table legs. They are now offered to 
the Hardware trade—wholesale and _retail—pack- 
aged for general use, 30 HOLDEMS to a box, as- 
sorted sizes, to sell for 25 cts. 

HOLDEMS are patented metal tanged grips to be 
driven into the socket with a loose rung. Excellent 
also for loose handles on mops, mallets, some tools, 
and for dowels. They are a counter item that meets 
a need in every home, 
as well as for institu- 
tions and furniture re- 
pair men. 





TRADE MARK 
REG.US PAT OFF 


Packed in Counter Display 
cartons — 544"x5%"x1%" 
—12 boxes to a carton: $3, 
less 331/3% retail dis- 


count. 





A & F PRODUCTS, MANUFACTURERS 
1 WEST 37th ST. NEW YORK, N. Y. 
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Pardon me for butting in: I’m looking 
for some additional lines to represent. 
Know where | can find any good 
ones? 









Certainly! You'll find many good 
accounts advertising under the 
heading of “Sales Representatives 
Wanted” in the Classified Sec- 
~~~} tion of HARDWARE AGE. Read 
the ads in every issue and you 
will be reasonably sure to find 
the kind of a line you want. 
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UNSEEN GOODS are 
GENERALLY UNSOLD GOODS 











Modern Heller Sales Producing Equipment will enable 
you to display a larger variety of items than with antique 
equipment. Help yourself out of the Depression. It can 
be done by better displays—people will not patronize a 
store where they have to ask for what they want. They 
prefer to shop where everything is in sight and clearly 
priced. 


Write TODAY for Display Table Folder No. 1034 or Display 
Wall Shelving Catalogue Ne. 133, without eost. If you will 
send shetch showing your present arrangement with measures 
ments we will be glad to offer suggestions without cost o¢ 








W. C. HELLER & CO. 
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Anna Sponge In Colorful 
Counter Display Cartons 


The Anna Sponge is smartly packaged 
with handy hanger tape fastened on it. 
Sponges sterilized and individually wrapped 
in Cellophane. Offered in four sizes list- 
ing at 10c, 15c, 25c and 35c each, to meet 
various household requirements. Informa- 


J 





cr | 


tive booklet in each package. Display car- 
ton in attractive colors shows the character 
“Anna Sponge” using a sponge for various 
household activities. Display carton shipped 
with reserve stock, as well as those in unit. 
Display carton ready for use. Counter 
cards also provided. American Sponge & 
Chamois Co., Inc., 47 Ann St., New York 
City. 


Stanley Offers New 
Tool Assortments 


These Stanley tool assortments are in 
an all steel tool box, lacquered green and 
measuring 24% in. x 3% in. x 7 in. 
Equipped with hinged panel, hooks and 
compartments for tools, two catches and a 











carrying handle. Tools are Stanley Defi- 
ance tools. Offered in two assortments, 
No. 882 comprising nine tools and No. 882 
A of ten tools. Stanley Tools, New Britain, 
Conn. 


Disston Hand Pruner Display 
And Introductory Sales Stock 


This attractive display shows seven Diss- 
ton hand pruners securely attached to unit. 
It is part of the Disston Introductory Sales 
Stock, designed to meet requirements of 
hardware dealers, not only in variety of 
patterns and range of prices but in enabling 
him to meet competition. Comprises 21 
Disston made hand pruners having list 
prices ranging from 50c to $3.00—16 of the 
21 pruners in the stock retailing at $1.00 
or less. The 4 color Chromart display 
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card, 18 by 12% in. is equipped with easel 
for standing on counter or in individual 
boxes. Disston Professional and Home 
Garden patterns and Keystone home gar- 


DISS TON, Hand Pruners 











den patterns are packed with Disston 
pruning guide in each box. An extra 
quantity of this booklet is in each stock 
package for distribution to customers. 
Henry Disston & Sons, Inc., Philadelphia, 
Pe. 


Sunshine French Process 
Chamois Display Piece 


Here is the attractive display piece for 
Sunshine French Process Chamois. Dis- 
play carton printed in blue, coral and sil- 
ver. Size 14 by 8 by 11. Bands on rolls 
are in a variety of bright and harmonious 
colors. This display is illustrated in the 
booklet, “The Story of Sunshine French 
Process Chamois,” which traces the found- 
ing and operation of the company, shows 
its chamois patterns, describes the making 





of the product and its uses. The booklet 
also gives approximate sizes of each num- 
ber in the line of Sunshine chamois. Hoyt 
& Worthen Tanning Corp, Haverhill, Mass. 


Wilkey Metal Adjustable Display 
Compartment Tray Sets 


Wilkey Metal Adjustable Display Com- 
partment Tray Sets With Ply Wood Bot- 





toms Attached are made in standard sizes 
measuring over all 28% x 41 in. and 29% 
x 41 in. They are also available in other 
widths and lengths upon request, with 
sizes of compartments to each set to fit 
merchandise and specifications of pur- 


chaser. The company carries in stock all 
size pieces—every inch in length from 4 in. 
to 16 in. and every 2 in. from 16 in. to 
40 in. besides the 28% in. and 29% in. 
lengths. For use in conjunction with 
hardware display tables, wall cases, ledges 
and sliding top show cases. Finish is 
neutral gray, cadmium plated metal. Bot- 
toms comprise 4 in., 5/16 in. or % in. 
3 ply fir depending upon the nature of the 
merchandise for which the sets are in- 
tended. Bottoms fastened by bolts onto 
frame of set in several places making a 
rigid fixture. These tray sets can be 





tilted at the proper angle or slope which 
will show off the goods displayed therein 
to far better advantage. They also can 
be used for the displays in show windows 
to advantage. They can be moved to a 
convenient place for cleaning or altering. 
The cadmium plated finish will not show 
finger marks nor discolor with age says 
the maker. They are neat and attractive, 
being made of unbreakable metal designed 
to stand hard usage. The company also 
offers these units to manufacturers and 
to wholesalers to fit their particular needs. 
Illustrated are one of the units by itself 
and one unit being used for the display 
of paint brushes. Wilke Display Products 
Co., 9745 Lorain Ave., Cleveland, Ohio. 


Signal Type OB-5 Standard 
Duty Portable Electric Drill 


This type OB-5 standard duty portable 
electric drill is of light weight, durable 
and compact construction and has Signal 
Universal motor for direct or alternating 
current, 110-120 volts. Housing, aluminum 
alloy, overall length 1644 in., net weight 14 
lb. Bearings, armature and spindle thrust 
high grade ball. Speed no load, 420 R.P.M. 
Alloy heat treated gears. Brushes accessi- 
ble from outside. Breast plate type handle 
with detachable pipe handle; trigger type 
switch with lock for continuous operation. 
Equipped with 12 feet heavy duty rubber 
covered cord with rubber plug. Signal 
Electric Mfg. Co., Menominee, Mich. 
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. KNOWN QUALITY Siitistied Customers 
SHARK BRAND CHISELS 










TRADE MARK 


are made in 
—— Sweden from 
imitations finest Charcoal Steel. 


Sturdy and well made. 
Discriminating workmen ap- 
preciate their known quality. 
Because of their reputation as de- 
pendable tools, they sell with little 
effort, which means sure profits to you. 


Stocked by leading jobbers, or write 


SANDVIK SAW & TOOL CORPORATION 


107-109 ge ag St. 740 Washington Ave., North 


New York, N. Minneapolis, Minn. 











D-S COCOA MATS 


Look the Part! 


Darragh, Smail Cocoa Mats look 
the part. They have a pedigree—a 
reputation—75 years of it. Priced 
right, styled right, made right— 
they sell. 


DARRAGH, SMAIL & CO., Ltd. 
Balfour, Guthrie & Co., Ltd., Agents 
295 Fifth Ave. New York City 





























U. S. Stainless Enameled Ware 
Chrome Plated Covers on Brass 


Three Finishes: Ivory Red Trim— 
Ivory Green Trim, and White 


7 BEST SELLERS 





2 only 2 a. Percolators 

- = 6 - Covered Pots 

g « IW “ Double Boilers 

ee a - Covered Pans 

_ * 34m “ Tea Kettles 

- * 10 - Oval Dish Pans 

- = 3 Pcs. Sauce Pan Sets 

14 Pcs. ee nih ciatineh borne cab e $15.20 
RETAILS FOR ........... $23.00 


When ordering—specify color 


UNITED STATES STAMPING COMPANY 


Quality Enameled Ware 
Moundsville, W. Va. 

















PROFIT MAKERS 


Winter weather wears leather 
heels down quickly—Star Heel 
Plates save heels and money. 
The acknowledged leaders for 
over 25 years. 


Best Known and Fastest Sellers 
Start the new year with “STARS”—they’ll prove real 
profit makers. Nine sizes for all sizes of shoes—to fit 
smallest to largest. 1% gross pairs in box. Also 3 pairs 
of assorted “Best sellers” on cards. Sold by Leading 
Jobbers. Send for Samples and Prices. 


He STAR HEEL PLATE CoO. 
Newark N. J. S22 





Cut Y2 Size 

















DIRECT MAIL 


Addressing 
and Mailing Service 


Our Names and Addresses of Hardware Retailers Are 
Up-to-Date. 
Do Not Contain Dead Names—Have No Duplications. 
Include All New Names. 
Bring Maximum Success to Your Direct Mail Campaigns. 
—_e———__ 
Our Mailing Operations Are 
EFFECTIVE*ECONOMICAL*PROMPTLY EXECUTED 
Prices Reasonable. Write for Details. 


HARDWARE AGE ADDRESSING DEPT. 
239 W. 39TH ST., NEW YORK, N. Y. 
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Screws—Drive, Coach, Machine 
Set, Thumb, Lock 

Cap, Knob. 

Bolts—Stove, Tire, Sink. 

Nuts—Semi-Finished, Machine 
Screw, Acorn Cap. 

Chain — Sash, 3 Safety, 
Ladder, Register, Furnace. 

Escutcheon Pins. 


THE CORBIN SCREW 
, CORPORATION 
THE AMERICAN HARDWARE 
CORPORATION, SUCCESSOR 


New Britain, Conn. 


Warehouses: New York 
hicago Philadelphia 
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CLASSIFIED OPPORTUNITIES SECTION 





Positions Wanted Advertisements 
at special rate of one cent a word, mini- 
mum 50 cents per insertion. 

All Other Classifications 

Set Solid, Maximum of 50 words. wr 
Each additional word 

All Capitals, Maximum of 50 words. Pe 
Each additional word ........++. 06 
Allow Seven Words for Keyed Address. 

Boxed Display Rates 





Use this section to reach Hardware Manufacturers, Manufacturer’s Agents, 
Jobbers, Jobber’s Salesmen, Retailers and Retail Salesmen 


e CLASSIFIED ADVERTISING RATES e 


Discounts for Consecutive Insertions 
4 insertions, 10% off; 8 insertions, 15% off. 
Due to the special rate, these discounts de 
not apply on Positions Wanted Advertise- 

ments 


—_ * _— 
REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not currency. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 13 Days 








previous to date of publication. 


NOTE 
Samples of Literature, Mer- 
chandise, Catalogs, etc., will 
not be forwarded. 
Address your queeapenines and replies to 


HARDWARE AGE 
Classified Opportunities Dept. 


239 West 39th St., New York City 








BUSINESS OPPORTUNITIES 


SALES REPRESENTATIVES WANTED 





TO CLOSE AN ESTATE A first class retail 

rdware business, long lease, first class location, 
can be bought at inventory, a going business for 
seventy-five years. Inventory about $35,000. 
Address John F. McGrath, Auburn, New York. 





FOR SALE, IN NEW JERSEY, solid oak, 
Warren hardware fixtures in eight foot sectiuns. 
Three 60 gal. Bowser tank pumps; one cash 
register; two glass floor show cases. Will sell 
all or part. Address Box B-593, care of Harp- 
ware AGE, 239 W. 39th St., New York City. 





OPPORTUNITY TO REDUCE YOUR IN- 
VENTORY. We are in the market for Job 
Seconds, Discontinued Items, Close-outs, etc., of 
Hardware, Mechanics’ Tools, Electric Appliances, 
Housefurnishings and Cutlery. Send samples and 
os your prices for the lot. Address Charles 

ciland, Inc., 149 Chambers St., New York City. 





FOR SALE—HARDWARE STORE IN one 
of Cincinnati's leading suburbs; well located and 
business showing a profit. Up-to-date stock ab- 
solutely clear. Will sell with or without in- 
voice. Good credit rating. Reason for selling, 
owner has other business. Address—J. E. Nevil, 
4903 Whetsel Ave., Cincinnati, Ohio. 





STOVE PIPE WIRE—19 and 20 gauge— 
50 ft. rolls. Packed 10 or 12 rolls to carton. 
100 or 144 rolls to shipping case. Music Wire— 
6 ft. rolls and 100 ft. rolls. Prices to quantit 
buyers. Want active salesmen calling on hard- 
ware Trade. Address Iron Valley Industries, 
Florence, Ala. 


FOR SALE—HARDWARE AND PLUMBING 
business established forty years in progressive 
town with five large manufacturing plants. 
Located in good trading area_in south central 
art of New York State. Not interested in 
rgain hunters or auctioneers. Address Box 
B-594, care of Harpware Ace, 239 W. 39th St., 
New York City. 








RARE OPPORTUNITY — MANUFAC- 
TURER HAS TWO profitable retail hardware 
and paint stores in best sections of suburban 
Boston to sell. 95% cash business, long estab- 
lished. Inventories $6.000 and $15,000 respec- 
tively. Will sell either or both. No terms. No 
brokers. Address Box_B-602, care of HarDWaRE 
Ace, 239 W. 39th St., New York City. 


SALES REPRESENTATIVES WANTED 








New Sales Expansion Program 


Old established and nationally known 
manufacturer of staple products re- 
quires services of outstanding and 
proven _ producers in_ territories 
throughout the United States. 


Products sold to Hardware Jobbers, 
Shoe Manufacturers, and many miscel- 
laneous manufacturing trades. Ex- 
perience in one or more of our lines an 
asset. 


From these applicants there will be 
selected a limited number of Division 
Managers who must have the ability 
not only to sell, but to locate, train and 
manage salesmen in our various lines. 


Compensation, salary with commission 
incentive. Give complete details and 
past performance in first letter. All 
replies held strictly confidential. Re- 
ply Box B-586, care Hardware Age, 
239 W. 39th St., New York City. 














SALESMEN, NOW CALLING ON THE 
hardware and paint dealer trade in various terri- 
tories, wanted to sell established line of paint 
brushes. Leads furnished. Liberal commissions. 

Address Box B-568, care of Harpware Acez, 
239 W. 39th St., New York City. 


WANTED:—SALESMEN WHO ARE CALL- 
ING on their trade regularly to sell our line of 
salesbooks, order books, autographic registers and 
register forms and printed gum tape. We have 
a complete line. State territory you cover with 
our experience and references. Address Syracuse 
+ _— Company, Dept. H, Syracuse, New 

ork. 


ESTABLISHED MANUFACTURER HAS 
SEVERAL OPENINGS exclusive territories. If 
you are now calling regularly on hardware, mill, 
and contractor supply trade and can add several 
good items to your line, commission basis, our 
proposition will interest you. Address Box 377, 
Toledo, Ohio. 


WANTED—SALFS REPRESENTATIVES 
—ON COMMISSION basis, to sell to the hard- 
ware, plumbing and electrical distributors, a 
nationally advertised line of hack saw blades. 
Protected territories. Liberal commissions. Ad- 
dress Box B-600, care of Harpware Acg, 239 
W. 39th St., New York City. 














WANTED-—SAIL.ESMAN CALLING ON DE- 
PARTMENT stores and resident buyers, to sell 
high grade lawn rakes. Liberal commission. State 
experience and lines now carried. Address Box 
B-584, care of Harpware Acg, 239 W. 39th St., 
New York City 


OLD-ESTABLISHFD MANUFACTURER OF 
TABLE cutlery has openings in Mid-Western, 
Souther. Southwestern and Pacific Coast terri- 
tories for salesmen now calliny on the hardware 
and department store trade with non-conflicting 
lines. Salesmen with cutlery experience preferred. 
Commission basis. State experience. territory 
covered and lines now carried. Address Box 
B-585. care of Harpware Ace, 239 W. 39th St., 
New York City. 





SALESMEN WITH FOLLOWING HARD- 
WARE AND electrical stores to sell $1.00 elec- 
trical specialty also ironing cords, plugs. etc., as 
sideline. Exclusive territories given. Will con- 
sign merchandise to right men who can prove 
absolute reliability, Line is well-known quality 
merchandise. 20% commission basis. ddress 
Box 712, Equity, 113 W. 42nd Street, N. Y. 








SENSATIONAL — NEW THEFT-PROOF 
LOCK. Fits all sliding display and show case 
doors. Salesmen wanted calling on hardware and 
department store trade. This amazing portable 
theft-proof lock sells on one minute demonstra- 
tion—nothing like it. Write for details: Dept. 
BS, Capital Appliance Corporation, 53 West 
Jackson Boulevard, Chicago, Illinois. 





SALES REPRESENTATIVES WANTED 


Pe GOOD TERRITORIES STILL 
EN for salesmen now calling on hardware 
p+ Poel and department store trade. We have 
developed a new hose reel that is a sure seller. 
We also manufacturer complete line of nickel, 
chromium plated and aluminum stove pipe to be 
sold to the hardware and department store trade. 
We are looking for high type representatives, 
commission basis. If interested get in touch 
with us. Ohio Stove Pipe and Mfg. Co., 12713-17 
Kinsman Road, Cleveland, Ohio. 


SALES ACCOUNTS WANTED 


WANTED MAJOR LINES FOR NEW 
ENGLAND. We offer special service to lines 
of importance. Warehouse facilities, and special 
salesmen if needed. Can give you a sales service 
you will appreciate and at a very low cost. May 
we hear from you? Address Box R-597, care of 
Harpware Acz, 239 W. 39th St., New York City. 


ATTENTION MR. MANUFACTURER: 
WANTED ON equitable commission basis hard- 
ware specialty items by reputable manufacturers 
for presentation to wholesale and better class 
retail hardware trade in large South and Mid- 
western territory. What have you to offer? 
Address Box B-601, care of Harpwarg Acg, 239 
W. 39th St., New York City. 




















ANUP ACTUATE Ss REPRESENTATIVE 
COVERING CENTRAL A southern West 
Virginia and Ashland, Lie Portsmouth and 
Ironton, Ohio on some lines. Now selling main- 
tenance and handling equipment direct to stores, 
warehouses, factories and office buildings. Would 
like additional quality line for similar or kind 

os trade. Address Box 1231, Huntington, 

a. 


HELP WANTED 


HARDWARE JOBBER DESIRES TWO 
SALESMEN_to represent them in Ohio and 
Michigan. Give complete information in first 
letter. Address Box B-590, care of Harpwarr 
Ace, 239 W. 39th St., New York City. 

















Hardware Personnel 


FROM THE MANAGER TO THE 
DELIVERY BOY 


WHOLESALE RETAIL 


Our files contain applications of several 
bundred experienced and well-trained em- 
ployees in the hardware industries. 


NO CHARGE TO EMPLOYERS 
FOR THIS SERVICE 


If we can be of any help to you, just phone 


ASSOCIATED PLACEMENT BUREAU 


152 West 42nd Street New York City 
wIS. 7-1802, 1803 
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SALESMAN DESIRES RESPONSIBLE SALESMAN DESIRES TERRITORY. Five 
CONNECTION WITH manufacturer; fifteen | years as buyer for wholesale hardware house; also wun i aie pg rag ie ged 
years’ experience as manufacturer’s representa- | nine years’ traveling experience with two leading | pije sales and residential building program. An 
tive; good personality; furnish best of references. | arms and ammunition companies, contacting the experienced builder's hardware salesman with 
Travel anywhere. Address Box B-596, care of | jobber and dealer trade. New York and Penn- | jntimate acquaintance among hardware dealers is 
Harpwarge AGE, 239 W. 39th St., New York | sylvania territory preferred. Married. Age 34— open for selling proposition in Michigan. There 





City. good appearance and excellent health. Address | is no better place to start a vigorous sales cam- 
congenial —i B-559, care of Harpware Ace, 239 W. 39th paign. Write me your proposition. Address 
St., New York City. Box B-588, care of Harpware AGE, 239 W. 39th 


WANT TO REPRESENT MANUFAC- 


TURER OF quality product to department store, 

hardware and plumbing trades in northern IIli- Ein peggy on ly Se 2 
nois and Indiana, Covered this, section for | Supplies and. paints, desires position "in town of | ARE YOU INTERESTED IN PUTTING 
tures, cutlery, housewares and tools. Address | 22:00 to 50,000. Thirty-our years old, speak | new blood into your business machine for nine- 
Box B-592 oe of Harpware Ace, 239 W. | German; capable of store management, or assist- | teen thirty-five? Young, experienced auto ac- 
39th St New York Cit 4 * | ing owner. A-1 reference; now employed. De- | cessory, paint and hardware man desirous of 
hi 2 y: sire progressive store and town. Address Box | connecting with some wide awake, go-getting 
. B-589, care of Harpware AGE, 239 W. 39th | firm somewhere in Michigan as a salesman or 





St., New York City. 

















> y ’ i buyer. Can furnish very best of references. 
SALESMAN WITH 15 YEARS’ EXPERI. | St. New York City. ~__| Address Box B-599, care of Hanpware Acz, 239 
= ENCE hardware, housefurnishing, paint and W. 39th St., New York City. 
electrical trade. Desires position with manufac- CHAIN - STORE MAN, HARDWARE 
turer or jobber. Dealer acquaintance and large | MINDED, 10 years’ experience in _merchandis- 
following throughout New York Metropolitan | ing and buying with outstanding syndicate, knows ARE YOU INTERESTED IN SECURING 


District and New Jersey. Interested in staple | all items worth listing, sources of supply, dis- | the services of a thoroughly reliable hardware 











LL lines which offer reorder possibilities. Will fur- | play methods, etc., desires position. Chain-izing | man, one familiar with all branches of the hard- 
are nish own car. Address Box B-595, care of | to meet trend in retailing means increase in ware business? Experience includes retail buy- 
ave Harpware AGE, 239 W. 39th St., New York | sales volume. Can you use my experience? Ad- | ing and selling, as well as road work. Can fur- 
ne City. dress Box _ B-591, care of HArpware AGez, 239 | nish the best of references. Address Box No. 

wl W. 39th St., New York City. 7551-A, care of Harpware Ace, 802 Otis Bldg., 

be HARDWARE EXECUTIVE WANTS PO- > Chicago, Mlinois. 

ide. SITION AS manager of large progressive retail EXPERIENCED TRAVELING SPECIALTY 

ves, store in large city. Was vice-president and gen- | SALESMAN WANTS to represent manufacturer EXPERIENCED TRAVELING SALESMAN 
uch eral manager of one of the largest wholesale and | to jobbers in hardware, auto, plumbing, mill sup- | DESIRES POSITION with manufacturer to 
“17 retail stores in the U. S. Thirty years’ experi- | plies, railroads, or large industrials. Have trav- | sell hardware, paint or tools on commission. 


ence merchandising quality hardware in all its eled the U. S. and Canada. Successful in estab- | Have covered the New Jersey territory for eleven 
branches. Thoroughly trained in buying, sales | lishing new accounts. Active, honest, clean cut, | years and have personal contact’ with the hard- 



































































— promotion and advertising, and supervising de- | good personality. Highest reference and twenty | ware, paint and department store trade. Clean 
in partments. Available at once. Address Box | years good, varied selling and advertising experi- | cut, active and honest. Address Box B-598, care 
B-587, care of Harpware Ace, 239 W. 39th St., | ence. Address Box B-573, care of Harpware | of "HARDWARE AcE, 239 W. 39th St., New York 
New York City. AGE, 239 W. 39th St., New York City. City. 
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gives a secure and ever- = —" 
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BEER kind of hose. WS 
FOR < SPRAY HOSE FIG. 30 COUPLING 
AIR Made with rust - proofed heavy 
STEAM steel grip fingers — other parts 
SUCTION heavy wrought brass. Sizes: V2”, 
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Sold through Jobbers 
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= Syracuse FIG. 31 MENDER Battle Creek Mich. 
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“Quip GLuF 


——— 


RUSSIA CEMENT CoO. 


Laboratories and Factory 


GLOUCESTER, MASS. 





Feature Le Pages 
This Month— 


After inventory you'll want to show 
merchandise that the consumer is really 


ready to buy. 


Le Page’s Glue is an item that has the 
call—folks use a lot of glue right through 


the winter months. 


It’s used for mending as well as making— 
and home workshop enthusiasts use oodles 
That’s why the dealer who dis- 


plays it in windows and on counters usually 


of glue. 


gets his share of sales. Just show Le Page’s 


for the next couple of weeks. 














Particularly 
noted 
for their 
strength, 
lightness and 
durability 





BE SURE 
BE SAFE 
BUY 
BABCOCK 
SPRUCE 


TRADE MARK 








MEN RISK THEIR LIVES ON LADDERS 


LADDERS 





i 
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jeepeel 





LADDERS FOR EVERY 
PURPOSE 


















Tih 




















latest price sheet. 

















W. W. BABCOCK CO. 
BATH N. Y. 
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Complete ontaa ties sate 
Air Conditioning * 


iDITY 

For Furnace or — orn 
Home 
Cost Home Ounen 192° 

Installed 
Standardized Unita take care of the 2-room 
Bungalow or the 10-room honse, of all types 
of heating plants. Guaranteed the finest 
units built regardless of price—years ahead 


of other equipment. Can be bought and in- 
stalled one-unit-at-a-time. 





FREE New Catalog and Air Condition- 
ing Manual. Gives full informa- 
tion on latest Air Conditioning Equipment. 
Installation charts, ratings, retail prices. 
Yeu can sell from this book. It is all you 
need to start. Write TODAY. 

Russell Electric Company, Mfrs. 


378 West Huron St., Chicago, U. S. A. 








To completely satisfy your customers, ask your jobber for COLUMBIAN 
Tape-Marked. You can tell it by the Tape-Marker in all sizes and 
the red, white and blue surface markers in *4 inch diameter and larger. 


Columbian Rope Company, Auburn, “The Cordage City”, N. Y. 


WATERPROOFED - GUARANTEED 


















































OIL GE 
HEAYS as BURNERS | 


WTI 3° OT 


GARDNER, MASS. m KANKAKEE, ILL. 
NEW YORK, CHICAGO, BOSTON, ATLANTA, DALLAS, DETROIT, SAN FRANCISCO 





ACCO SWIVEL 
ROPE SNAPS 


FILL MANY USES 
PRICED RIGHT TO SELL 
ASK YOUR JOBBER 
A product of 


AMERICAN CHAIN COMPANY. Inc. |- 
BRIDGEPORT, CONN. W ) 





8 COSBOR* * 
BRUSHES 


mean more profit from your brush counter. 
Ask your jobber. 


ThE OS80RN MANUFACTURING COMPANY 


5401 Hamilton Avenue Cleveland, Ohio 
e Sales Offices: New York-Detroit-Chicago-San Francisco ge 











STANDARD ji. COUNTRY 


Known eungeuee by name 
and recognized as the stand- 
ard friction tape of the coun- 
try—Bull Dog Friction Tape. 
1, 2, 4 and 8 ounce rolls. 

In full color cartons 
packed in full color dis- 
play containers. 


BULL DOG 


FRICTION 


TAPE 





COMBINATION KEROSENE LANTERN 
STOVE and HEATER 


THUMB TACKS tortinceurion 


BLPUNS KEROSENE OR GASOLENE 
CAMPINGO NOL 
P NUMERAL FLATHEAD ONE PIECE 


SOCKET TYPE 


gre REMCO PRODUC 


DOMES of SILENCE 


CUSHION 
ft RUBBER | a 
ORIVE ON TYPE METAL BED TYPE P NO 9 ». 


MONOPOINT 
GL! DES a0vustagt Fa 
a 
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Robert E. Miller, Inc. 
Domes of Silence, Inc. oo 
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EROSENE Stove. Swedish Optimus Co., Inc. * cosh package. 


KEROSENE STOVE 
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KINGSTON 
The New DeLuxe 


FINEST, FASTEST SELLING SKATES f 


IT ISN’T A MATTER OF LUCK or chance that has 

made KINGSTON a name that stands for all that is IN AMERICA Ad 

best in sidewalk roller skates. It is the result of 

patient years of building quality, of expert design- 

ing, of testing for endurance under actual sidewalk 

conditions, and your willingness to pay a fair price 

for good merchandise. 

THE KINGSTON LINE for 1935 comes to you bet- Your jobber can tell you 

ter than ever before—we have worked to make it so. about KINGSTON Roll- 

It contains a model of every size and forevery purse, er Skates and KINGS- 

and each one has been improved. In addition to this TON Sales Helps. Or, if 

betterment, appearance—“eye appeal’’—has at all __you prefer, write direct 

times been an important consideration. to us (please include 

KINGSTON PRODUCTS CORPORATION _ your jobber’sname) and 
Skate Division the information will 

| 40) 40). (oR INDIANA, come forward at once. 











JANUARY 31, 1935 





1843~Swjpieicns MNETY- [wo YEARS OF HONORABLE SERVICE~1933 
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WE 


CARRY 


A WELL-BALANCED 
STOCK OF THE ENTIRE 
RANGE REQUIRED, FROM 
MODERN SKYSCRAPERS | RS 
TO THE ORDINARY TOWN JOB 


LA VILLE 
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NEW — MODERN 
UP TO THE 
MINUTE — HAVE 
EYE APPEAL 








EXECUTED IN 
WROUGHT 
METAL, BRASS 
AND STEEL 
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WE ARE 
CONTINUALLY 
ADDING 
NEW PATTERNS 
AND IDEAS 





INSIDE 








ASK OUR 
SALESMAN 
TO SHOW YOU 
OUR COMPLETE 
LINE 








FRONT 
DOOR SETS 
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LA MONA DESIGN 


OUR SERVICE DEPARTMENT IS 
ALWAYS Nie £e)t] SERVICE. 


LET OUR EXPERTS PREPARE 
YOUR ESTIMATES, ALSO 
SOLVE THE VARIOUS 

7 PROBLEMS WHICH 





FREQUENTLY 
ARISE. 

















“DIAMOND EDGE 1S_A QUALITY PLEDGE” 


Shapleigh National Series No. 1793 
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